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Directories 
show more profit 


when our Revenue Men’ 
take over 


UR DIRECTORY ‘‘Revenue Men’”’—working from 
O 32 strategically located sales offices 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render 
a Complete and Quality Directory Service. 






















These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 
training—imagination—ideas—leadership 

and hard work, produce results which more than 


measure up to accepted directory revenue standards. 


Yes, the “Yellow Pages”’ revenues in the 
more than 800 directories we now produce 
for large and small Independent Telephone 
Companies prove the statement: 
“DIRECTORIES SHOW MORE PROFIT 
WHEN OUR ‘REVENUE MEN’ TAKE OVER.” 


Write or phone our office nearest you for 
our Complete Directory Service Plan. 


Find It Fast 
In The 


Yellow Pages 
fF ( a > 
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GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street * DES PLAINES, ILLINOIS * VAnderbilt 4-2164 

Divisional Sales Offices: 

COLUMBIA, Mo. ¢ 811 Cherry Street °* Glbson 2-6907 LONG BEACH 15, Calif. © 1775 Ximeno Ave. * GEneva 3-744] 
DURHAM, N. C. ° 108 E. Parrish Street ° Tel.: 5133 MADISON 3, Wisconsin * 214 N. Hamilton St. * Alpine 7-1667 
ERIE, Penna. °* G. Daniel Baldwin Building ¢  Tel.: 2-4187 MANILA, Philippine Islands ° P. O. Box 673 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 SAN ANGELO, Texas ¢* 110 South Taylor St. © Tel.: 6738 
HONOLULU 14, Hawaii * 1236 Waimanu St. « Tel.: 504-23) SPOKANE, Wash. ¢* South 11 Monroe °* MAdison 4-4336 
LEXINGTON, Kentucky * 157 Walnut Street ¢ Tel.: 4-7626 SPRINGFIELD, Ill. °© Myers Bros. Building °  Tel.: 8-3425 
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CALIFORNIA INTERSTATE EXPANDS 
TELEPHONE FACILITIES 
WITH COLLINS MICROWAVE SYSTEM 


A new microwave system is now 
in operation for California Interstate 
Telephone Company. Collins Radio 
Company completed the 237 mile 
system connecting San Bernardino 
and Bishop, California, in May. 


Collins microwave will augment 
CITCO’S open wire lines to meet 
the service requirements of new 
subscribers. The new_ installation 
provides for additional expansion 
as traffic necessitates. 


The initial installation has 16 
voice channels, and will be expand- 
ed this year to include 107 channels 
of the 320 available in the Collins 
multiplex. When completed, the 
system will furnish 105 new toll 
channels plus two signal channels, 
which will exceed 17,000 channel 
miles. 


This system provided a means ot 
building reliable long distance cir- 
cuits at much reduced costs as com- 
pared with open wire and cable 
operation over the same route and 
decreases hazards, due to sleet, 
snow, wind and fire that cause in- 
terruptions to wire lines. It is ex- 
pected that this ‘backbone’ system 
will give the same trouble free serv- 
ice that has prevailed between its 
Boron-Edwards system which was 
constructed by Collins in early 
1955. The records indicate that 
after a year’s operation, reliability 
was rated at 99.99 percent. 


CITCO chose Collins for excel- 
lent reasons. Collins will be pleased 
to discuss these reasons with you. 
Write Cotitins Rapio Company, 
Sales Service, 1930 Hi Line Drive, 
Dallas, Texas. 
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Installation at Parsons College, Fairfield, lowa 


MORE 40A PABX USERS 


1. Bryan Manufacturing Co. 6. Delinar Manutacturing Co. 
North Manchester, Indiana Cookeville, Tennessee 

2. GMAC 7. Parsons College 
Lexington, Kentucky Fairfield, lowa 

3. Farmers Elevator Co. 8. “M" System Food Stores 
Fort Dodge, Iowa San Angelo, Texas 

4. Chock Pang Clinic 9. Unistrut Products 
Honolulu, Hawaii Chicago, Illinois 


South Bay Motel 10. Berst Company 
Celina, Ohio Portage, Wisconsin 


8 Features You and Your Customers Will Like 


Compact, all-relay Leich Dial Switchboard fits in any modern 
office or plant. 
2. Capacity of up to 40 telephones with 10 trunks to the main 
exchange and 6 local links. 
- Local links are not tied up on city trunk calls. 
. Standard Leich Telephones are used. 
All the power equipment is contained in the switchboard cabinet. 
. Restriction of outside calls if desired. 
. Universal or predetermined night answer. 
. Code call service (optional). 





When businesses sell themselves on one PABX rather than another, there must be a reason. 
That's been the case with Leich’s 40A PABX. Telephone companies have sold it to PABX 
prospects from Hawaii to Florida by simply telling them about it. 

Perhaps the biggest reason why is Leich’s exclusive keyset turret. Its compact size (it’s smaller 
than a typewriter), and neat lines suggest a unit designed with the future in mind. What's 
more, the turret gives years-ahead performance, too. It lets the attendant extend incoming 
city trunk calls faster than ever before. 


For more reasons why businesses choose Leich’s 40A PABX, 


write for our catalog. 


LEICH 420A PABX 


with the encluwe Lepset Surret 


WRITE FOR THIS 
CATALOG TODAY! 


MEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6.ILLINOIS 
OALLAS 7. TEX . SOUTHEAST 5126 SOUTH LOIS ST TAMPA 11. FLA 


2AST. 11401 WEST PICO BLVD LOS ANGELES 64 CAL SOUTHWEST 1227 SLOCUM ST 


Manufacturers of telephones, switchboards and related apparatus since 1907 








ABOUT THIS ISSUE 


“Efficient Operation & Its Rewards” 

A FEW WEEKS ago the Honorable Cyrus G. Coul- 
ter, of the Hlinois Commerce Commission. addressed the 
1958 convention of the Hlinois Telephone Association 


} / J good 


and pointed out “Phen the company 


reputation with the public and therefore most probably 


has a 


with the commission tov, the commission reviews with 
satisfaction the record and standing of the compan) 
and destres to see it do well.” From there. Commission- 
er Coulter moved into a discussion of top importance 
to both large and small companies “Efficient Opera- 
tion and Its Rewards.” Vhe complete text of Commis- 


sioner Coulter's address starts on page 33 of this issue. 


Selling For Profit” 
MANY INDUSTRY 


beneficial may 


leaders rightfully believe some 


results come from the “stocktaking” 
the current recession has caused and one of the cham- 
pions of this thought is O. We. Tuthill, general manages 
merchandising. Hlinois Bell Telephone Co. We believe 


you will find the article “Selling For Profit” (see page 


39) of interest and value whether vou serve 500) or 
50.000 subscribers. 
“How Are You Doing” 

DO YOUR subscribers know the details of factors 


that are undermining the economic foundations of their 
DeWitt Talmage has 


a message of importance for you in the second install- 


public utility services? If not. 7. 
ment of his article titled “//ow fre You Doing?” (page 


15). 


“Voices of the Industry” 

MEETING the communications requirements of the 
future is the responsibility of all telephone companies. 
large and small. We believe you'll agree when you read 
the remarks of industry leaders in “Voices of The Indus- 
try” (see page 16.) In this issue our new department 
features the comments of Edwin M. Clark, 
Southwestern Bell Telephone Co.; J. T. 
president, United Utilities, Ine.: and Ralph B. Scott. 


President. 


Vaylor, vice 
president, South Penn Telephone Co.. Waynesburg. Pa. 


Editorial & Business Staff 


Ray W. Smith, Editor — Roy F. Smith, Advertising Director 
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FRONT COVER 


Top officials of California Interstate Tel. Co. (left to right) 
J. F. WEGFORTH, central office equipment engineer; 
WILLARD WADE, president; JOHN H. BARROWS, vice 
president and secretary, and R. F. NALE, purchasing 
agent, are shown with the new microwave antenna in- 
stallation at the Victorville site. (See complete story on 
page 50.) 
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Where there is danger, colorful markings 
of bright ‘‘Scotchlite’’ Reflective Sheeting 
flash a vivid warning to nighttime motorists. 
_ These durable, low-cost markings protect 
your own equipment, too. You show your 
(oxo) a(ex=1 dai ce) au 9)0] 0) |(om<y-1(-18 A AVAlO MOU c-lanl [ale 
the public of your vital 24-hour-a-day serv- 


ice. Send for informative free booklet today. 


o 


REFLECTIVE SHEETING 


MINNESOTA MINING AND MANUFACTURING COMPANY 
where RESEARCH is the key to tomorrow 


4 

(3M } The term ‘‘Scotchlite’’ is a registered 3M Company trademark 
(7 
“L 


"@seanc™ 


FOR FREE BOOKLET ON REFLECTIVE MARKINGS, WRITE 3M COMPANY, DEPT. OX: 718, ST. PAUL 6, MINNESOTA 
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ALPHADUCTorop wire 
carton packaging 


Once you start using Alphaduct Drop Wire you will 
find out that the handy carton packaging has real dollars 
and cents advantages. 

Not only does your wire arrive in perfect condition, 
but the sturdy carton protects it all the while it’s in your 
warehouse. 

The cartons are easier to handle than loose coils. They 
can be stacked higher without danger of falling and the 
wire on the bottom will not be crushed or bent. Space 
is saved, inventory taking is simplified, and the possibility 
of injuries to workers from tumbling coils is removed. 

We try to make Alphaduct the finest, longest lasting 
drop» wire money can buy. Quality materials are used 
throughout, step-testing during every phase of manufacture 
assures uniform high standards. Alphaduct drop wire is 
dated with a color. coded thread so you can tell for sure 
how long it lasts. 

Try Alphaduct Drop Wire 


ALPHADUCT WIRE AND CABLE COMPANY @ NEW BRUNSWICK, N.J. 


NATIONAL DISTRIBUTORS @ AUTOMATIC ELECTRIC SALES CORP., 
NORTHLAKE, ILLINOIS @ LEICH SALES CORPORATION, CHICAGO, 
ILLINOIS. REGIONAL DISTRIBUTORS @ PANKEY SUPPLY CO., CHAR- 
LOTTESVILLE, VA. THE LINDSAY TELEPHONE SUPPLY CO., NORTH 
FIELD, OHIO. 
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coming 
CONVENTIONS 


WASHINGTON - Oregon Tel- 
ephone Associations, Mult- 
nomah_ Hotel, Portland, 
Oregon, June 19-21, 1958. 


ALASKA Telephone Conven- 
tion, Baranof Hotel, Ju- 
neau, Alaska, July 28, 29, 
30, 1958. 


MICHIGAN Independent Tel- 
ephone Association, Pant- 
lind Hotel, Grand Rapids, 
Sept. 9, 10, 11, 1958. 


ARKANSAS Telephone Asso- 
ciation, Hot Springs, Ar- 
lington Hotel, Sept. 15-16, 
1958. 


ROCKY MOUNTAIN _Tele- 
phone Association, Utah 
Hotel, Salt Lake City, Sept. 
17-19, 1958. 


WEST VIRGINIA Telephone 
Association, Blackwater 
Lodge, Davis, W. Va., Sept. 
24-25, 1958. 


NORTH CAROLINA Tele- 
phone Association, Caro- 
lina Hotel, Pinehurst, Oc- 
tober 6-7, 1958. 


UNITED STATES Independent 
Telephone Association, 
National Convention, Con- 
rad Hilton Hotel, Chicago, 
October 13, 14, 15, 1958. 


VIRGINIA Independent Tele- 
phone Association, Roan- 
oke Hotel, Roanoke, Oct. 
30-31, 1958. 


SOUTH CAROLINA Telephone 
Association, Clemson 
House, Clemson, Nov. 5-6, 
1958. 


OKLAHOMA Telephone As- 
sociation, Huckins Hotel, 
Oklahoma City, Nov. 5-6, 
1958. 


ALABAMA - MISS. Telephone 
Association, Hotel and 
City Not Announced, Nov. 
10-11, 1958. 


GEORGIA Telephone Associa- 
tion, Gen‘l Oglethorpe Ho- 
tel, Savannah, Nov. 12-13, 
1958 
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Meeting’ your demands! 


Reliable Ready-Access 
Cable Terminal 


Reliable’s busy production lines are keeping up 
with the Industry’s requirements for the 100 Series 
Ready-Access Cable Terminal. 


This easily installed and easily maintained ter- 
minal and splicing facility is designed for use with 
plastic jacketed and plastic insulated conductor 
cable. Up to four 6-pair Reliable No. 105 Terminal 
Blocks can be added or the space can be used fer 
loading coils. 


The flexible neoprene cover is conveniently 
folded back while internal wiring is altered to meet 
changing requirements. 


Terminal Blocks filled with thermosetting reinforced Reliable Catalog 100 includes complete details 
Rolyestar resin. | of the Ready-Access Cable Terminal. 


Write for your copy. 


COMPANY © FRANKLIN PARK, ILL. 


OS oe 
Saat SAS Fos lites ws fk 


Ready-Access Cable Terminals ready for shipment. 








> 
. and just as welcome. There’s a ‘“‘new day” brightness 


about the Ericofon ...a simple elegance that bespeaks 





the beauty of nature itself in the flowing free form design! 
This is the basic appeal of the Ericofon ...the appeal that makes 
the Ericofon the most wanted telephone in the world! 
youR subscribers want Ericofons ... you can strengthen 
your community relations by offering them Ericofons Now! Orders 


for all six Ericofon colors filled from stock for immediate delivery. 






NORTH ELECTRIC COMPANY (&.°\ 
655 SOUTH MARKET STREET © GALION, OHIO Qe 
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Kappel Comments on Rate of Return 


stand it when they are informed of the facts.” 


NSWER to the question of the Bell System’s ability 

to participate in general prosperity in boom times 

and maintain its strength in all parts of the business 
cycle “is wrapped up in a rate of return more com- 
parable to that of the industries with which we have to 
compete for money,” American Telephone & Telegraph 
Co. President Frederick R. Kappel has told this depart- 


ment. 


In an hour’s talk at his New York office, at the re- 
quest of Telecommunications Reports, Washington cor- 
respondents for Telephone Engineer & Management. 
Kappel stated “/f we had had something like an 8% 
rate of return during the past boom period, there is no 
question but what it would have been reflected in thi 


interest of the ratepayers.” 


He explained the 8% figure is not an inflexi- 
ble objective, and would vary with business con- 
ditions, condition of the capital market, and 
other circumstances. But it is certainly a level 
of earnings that the telephone business must be 
allowed to earn during times such as “we have 
been experiencing” if it is to meet fully the public 
needs at the most favorable costs, he said. 


The AT&T President said he would continue to em- 
phasize that financially strong companies provide bette: 
service at lower rates. Asked if this were not a difficult 
point to get across, he responded that “People under- 


For the telephone industry, he declared, the 
two fundamental fields affecting research and 
development activities are the developments in 
solid state technology, and improvement in the 
telephone system’s interconnected transmission 
facilities. Solid state developments, he noted, 
“will bring about a much higher degree of per- 
fection” in the field of memory devices and high 
speed operations, and “‘will have a tremendous 
effect on our switching system.” Discussing trans- 
mission facilities, he pointed to the ““multichannel 
opportunities” of today through which transmis- 
sion is to be multiplied to the “‘ultimate” of the 
wave guide. 


The merchandising program “has done a great deal 
for the business.” the AT&T President declared. “We 
have learned a lot; we have a going organization; and 


ideas are flowing up in that organization.” 


In reply to questions about any possibility of 
basic services being priced out of part of the mar- 
ket, Kappel said that the merchandising program 
should help the overall earnings problem. He 
stressed, however, that this depends on the “ob- 
jectivity” of regulation, since many new develop- 
ments resulting from the merchandising studies 
are “tailor made” for specific needs. 


GSA Wants “Immediate” Rate Reduction 


GLOME OF the fundamental problems facing the na- 

tion’s communications industry today were tied up 
in a package in what was the most interesting oral argu- 
ment before the Federal Communications Commission 


in the memory of many members of the audience. 


Specifically, the argument was held on the 
petition of the General Services Administration 
for an immediate, interim reduction of 25% in 
the Bell System’s private line voice grade service 
rates. But included in the discussion, with so 
many questions coming from the Commissioners 


that the scheduled time limits were virtually 
thrown out the window and the argument con- 
tinued for an hour beyond the scheduled time, 
were questions of the relationship of the value of 
service in ratemaking; rate of return questions 
(seldom faced directly by the FCC, which usually 
in common carrier ratemaking arrives at a result 
which it determines is not unreasonable without 
actually specifying a rate of return); and basic 
competitive elements in the industry. 


After general agreement had been voiced by partici- 
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} POLYETHYLENE CABLE 


FOR AERIAL & DUCT TO REA SPEC PE-22, 
BURIED SERVICE TO REA SPEC PE-24 


a | 





Utilizing polyethylene fully color coded insulation, 
metal shield and high molecular weight polyethylene 
jacket for top electrical values. Available in #19, #22, 
#24 and #26 AWG in 6 through 600 pairs. Type ADC 
for aerial and duct service; type DBC for direct earth 
burial service. 


WRITE FOR CATALOG — CON- 

TAINS COMPLETE DATA AND 
SPECIFICATIONS FOR ALL REX INDEPENDENT 
WIRES AND CABLES. 


THE EX CORPORATION 


101 HAYWARD ROAD, WEST ACTON, MASS. 
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(Continued from page 10) 


pating attorneys, including the GSA spokesman, that 
telegraph grade service rate increases are warranted 
(both the Bell System and Western Union are earning 
in the area of 20% on telegraph grade services, accord- 
ing to their cost studies), the Commissioners were to!d 
flatly that they cannot both increase private line tele- 


eraph grade rates and decrease telephone grade rates. 


To do so, they were warned, would so reduce 
the differential in rates between the two types of 
services that even a customer who needs only a 
telegraph channel might as well order a voice 
channel, since he can use it for telegraph pur- 
poses, too. No one will buy a Ford if he can get a 
Cadillac for the same price, Western Union Gen- 
eral Solicitor William Wendt declared. 


As a result, he declared, the FCC is faced with 
this choice: either lower telephone rates as re- 
quested by GSA and leave telegraph grade rates 
where they are, thus seriously threatening the 
continued life of Western Union; or raise tele- 
graph rates and leave telephone rates alone, thus 
permitting continued competition in the private 


line telegraph field. 


Private line telegraph service is “the last vestige o/ 
competition between the Bell System and Western Un- 
ion.’ Wendt declared. 

After GSA Assistant General F. W. Denniston made 
the opening statement, taking the position that AT&T's 
rate of return from voice grade services 10.7¢¢ in 
the most recent cost study requires a rate reduction. 
Wendt and AT&T Long Lines Department General At- 
torney Ernest D. North hammered hard at several main 


themes. including the competitive element. 


North, in discussing the competitive aspects, 
stressed that “delicate surgery,” rather than the 
**meat axe operation” proposed by GSA, is called 
for. Mr. Wendt said it is “extremely doubtful” 
that Western Union can continue to devote about 
$80,000,000 of capital to such a low-earning serv- 


ice. 


North emphasized that the telephone compa- 
nies have not received the full hearing they are 
entitled to under the law before any rate adjust- 
ments are made. The FCC’s private line investiga- 
tion hearings have been limited thus far to the 
common c¢arriers’ cost studies, and that aspect 
of the case is not completed. GSA based its peti- 
tion on the results of the cost studies submitted 





at the hearing. 


On rate of return, both attorneys stressed that the 
private line services require higher earnings than aver- 


age, particularly because of their high value to users. 


They said that GSA makes a basic error in assuming 
that the 109% -plus earnings shown by the telephone com- 
panies in their private line cost studies are unreason- 


able per se. 


During the argument, North said that his company 
would be willing to present proposed schedules of tele- 
phone grade service rates at the end of June as requested 
by the FCC Common Carrier Bureau staff in the 


private line hearings. 


Examiner J. D. Bond has directed both the Bell 
System and Western Union to produce schedules 
of private line telegraph grade rates, but he re- 
served ruling on a companion request for tele- 
phone grade rates. During the discussion at the 
hearing, AT&T opposed any order requiring it 
to furnish rate schedules, but it has subsequently 
reconsidered its position. 


It is to be understood that the proposed telephone 
erade rates should be regarded as tentative, North 
stressed. He said they would be subject to the results 
shown in the company's study of costs of providing fa- 
cilities for the SAGE system of air defense, which are 


now in progress and should be completed fairly soon. 


Potential “Precedent Selling” Application 





NE YEAR after the FCC held its executive hearings 
on the future of the microwave portion of the radio 
spectrum, eagerly desired by virtually every user of 
frequency space, the Commission appears to have been 
forced into another hearing on a piece of the overall 


problem. 


It is a pretty important piece, however, since 
it involves the potential precedent-setting applica- 
tion of Central Freight Lines, Inc., of Texas, for 
a private point-to-point microwave system be- 
tween Dallas and Forth Worth. At the time the 
Central Freight application was filed three and 
a half years ago, common carriers serving the 
area protested it vigorously, declaring that they 
had ample facilities to provide the requested serv- 
ice, and that a private system should not be 


allowed. 


Central Freight’s application, along with a similar 
one involving the Minute Maid Corp., in Florida, con- 
stituted a fundamental reason why the Commission held 


the microwave hearings in the first place. 


Dissatisfied after no action was taken in the inter- 
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“Our New Paystation 
Brings in ‘16268 per Month” 


REPORTS K. L. SCHROEDER, GENERAL MANAGER, 
NORTHWESTERN TELEPHONE COMPANY 





K. L. Schroeder 






PAYSTATION REVENUE 
FROM COURTHOUSE BOOTH, 
FREEPORT, ILLINOIS 



















ae TR pena er In the center of America’s dairy farming country, 118 miles 

ae, THF = northwest of Chicago, lies the beautiful city of Freeport, Illinois— 

July, 1957 crtceeseeseeeeences 194,90 headquarters of Northwestern Telephone Company. Here, on the same 
Ra RE agents soil where Lincoln and Douglas once debated, is the Stephenson 
ON III 9 9 es'8 5 0 a county courthouse—meeting place for farmers, businessmen and 
saisiaaaiaaiditand Th tia shoppers. K. L. Schroeder, general manager of Northwestern, figured 
saiaaiteaaidiidd = that this would be a perfect spot for a paystation. And, how right 
December, 1957 126.50 









he was! The station brings in an average monthly income of $162.68— 








Ja 1 . : 2 in 1 

Sey ee beading all extra income, since there has been no decrease in income 
February, 195 : : : : 

eee Fee _— from paystations in nearby stores! 
March, 1958 a vse SMbeae 











April, 1958 . 177.85 
$1,952.15 


Let us help you make paystations pay-off in your town. 

Write for a free copy of our Survey Simplifier. It helps you find 
paying locations for paystations. Write Automatic Electric Sales 
Corporation, Northlake, Illinois. Or call, Fillmore 5-7111. In Canada, 
Automatic Electric Sales (Canada), Ltd., Toronto 16. 


AUTOMATIC ELECTRIC 


subsidiory of GENERAL TELEPHONE 




















(Concluded from page 12) 


vening period, Central Freight recently petitioned the 
Circuit Court of Appeals for the District of Columbia 
to order the Commission to take action on its applica- 
tion. 

The Commission promptly told Central Freight 
that if it really wants a hearing, it can have one. 
However, the FCC explained, the application has 
been “held in abeyance” by the FCC “because of 
the Commission’s belief that the underlying pol- 
icy questions raised therein could best be consid- 
ered in an overall proceeding, rather than on a 
case-by-case basis. Such an overall proceeding has 
in fact been underway since November, 1956 
(the microwave case) ... and among the issues 
in this proceeding are issues relating to the ques- 
tion of whether and under what circumstances 
microwave facilities should be made available for 


operational fixed stations to persons with the 
same status and needs” as Central Freight. 


One of the issues in a hearing on the Central Freight 
application alone, the FCC said, would relate “to the 
question of whether the public interest would be served 
by making a developmental microwave grant to (Cen- 
tral Freight) prior to a decision” by the FCC in the 


microwave case. 


The FCC, therefore, asked the court to dismiss 
the Central Freight petition for a court order to 
the Commission. Central Freight opposed dismis- 
sal, saying in effect that it had been promised a 
hearing but it wanted the court to make sure it 
got one. As a result, an oral argument was held 
before a three-judge tribunal, but it was over so 
fast that some observers who were a few minutes 
late missed the whole thing. 


The court denied the FCC’s request to dismiss the 
Central Freight petition, and it was indicated that it 
would formally order the Commission to hold a hear- 
ing. The only question appeared to be, in advance of the 
actual issuance of the order by the court, how long a 


time period FCC would be given in which to act. 


“Stick To Your Own Side of the Fence” 


TATE COMMISSIONS which have been petitioning 
the Senate Appropriations Committee to require 
the General Services Administration to stick strictly to 
representing the government as a user of utility services 
in rate cases were given little comfort by the commit- 
tee in its report on the appropriations bill for fiscal 
1959, beginning July 1. The commissions contended 
that GSA, by presenting full-scale cases involving cost 
of money and other elements, interferes with the work 
of the regulatory bodies and duplicates what the regula- 


tory agencies are required to do by law. 


The committee, in its report, merely expressed 
the opinion that GSA “should act in such (rate) 
proceedings to protect the interests of the govern- 
ment’s executive agencies as users of such utili- 
ties, in the same fashion as any other user of such 
utilities, without interfering with the functions 
of the regulatory bodies before whom they make 


appearance.” 


The Senate committee said it “believes that 
GSA has performed satisfactorily and with result- 
ing savings to the taxpayers in negotiations with 
carriers and other public utilities for advanta- 
geous rates, charges, tariffs, routings, etc. 


“Complaints have been received by the com- 
mittee, however, regarding the participation of 


GSA in proceedings involving carriers or other 
public utilities before federal and state regulatory 
bodies, that GSA representatives have exceeded a 
clear interpretation of the law in connection with 
such proceedings.” The Committee then made its 
comment as to the manner in which GSA should 
act in rate cases. 


As to funds for GSA’s Transportation & Public Util- 
ities Service, which does the rate case work, the Senate 
group proposed a $100,000 boost in the House-approved 
fund, to $1,900,000. The President’s budget called for 
$2.000.000 for the organization. 


Worth Writing For 


Bulletin 202 from National-Standard describes new 
“Copperply” wire and data on wire installation pro- 
cedures ... Microwave Tower Booklet 2058 from Blaw- 





Knox illustrates line of microwave towers and describes 
tower engineering, design, fabrication and _ erection 
services . . . Data from Rolatape, Inc., describes meas- 
uring wheel designed for measuring outside plant faster 
and more accurately. 

Manual (M558) from Indiana Steel & Wire Co., is 
“must reading” for those who design, build and main- 
tain aerial telephone cable. Manual gives sag and ten- 
sion tables and other useful information . . . Write 
Readers’ Service, 7720 N. Sheridan Rd., Chicago 26. Ill. 
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CHARLES? se!t-propelled DITCH WITCH 
*““M-2’’ TRENCHER ... 
«e+ GUARANTEED 





> Act TODAY! Call us at 
404, mail coupon or 
write to this address: 


Model M-2 Features: 

© Self-Propelled © 9.2 HP 
© 3 MPH Mobility 

® Digs 6 FPM, up to 4’ Deep am 
© 3-Speed Transmission 

© One-Man etna 


wel 





Dig narrow trench 3” to 8” 
wide for underground cable — 
now at money-saving low cost! 
The M-2 deposits spoils neatly 

to one side and causes a bare 
minimum of turf damage. 
@eeseeeeaeaoooeoeoeoeeee@ 


bd Charles Mach. Wks., Inc — Perry, Okla 
Send information, without obligation, on 

® 2 M2 Ditch Witch ( Trial Purchase 

@ () Other D.W. Trenchers =] Demonstration 





3 Address 


Machine Wks., inc. * 


CHARLES:~ 


697 BIRCH ST. @ PERRY, OKLA. 


» City , State 


USE TELEPHONE ENGINEER AND MANAGEMENT'S 





CLEARING HOUSE 


To locate workers—jobs, merchandise 


A small ad covers the field 


125 Beautifully Furnished Guest 
Rooms and Housekeeping Suites 
e»-Plus every luxury feature 
your heart could desire—for 
the whole family! 


Write for free color brochure, 
see your travel agent, 
or phone 
Chicago Office 


CE 6-2143 


just For the fun OF ifs. | 


vacation at the 
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TIME TESTED! 


DEPENDABLE SERVICE SINCE 1897! 
That’s the record of Kennecott lead-alloy 
sheathed Telephone Cable! Exacting quality 
control goes into every step of its manufac- 
ture. Rigorous tests check dielectric strength, 
insulation resistance, conductor resistance. 
capacitance, density and dimensions. You're 
sure this cable will retain its electrical prop- 
erties over the years! Call the Chase sales 
office nearest you for complete information. 


IT’S KENNECOTT 


eric: ates CABLE 





CHASE BRASS & COPPER CO., WATERBURY 20, CONN. 
DISTRIBUTOR FOR 


KENNECOTT WIRE & CABLE CO. 


SUBSIDIARIES OF KENNECOTT COPPER CORPORATION 


CHASE WAREHOUSES and OFFICES: 


Atlents Cincinnati 
Baltimore Cleveland 
Beston Dallas 
Charlotte Denver 
Chicago Detroit 
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Grand Rapids Milwaukee New Orleans St. Louis 
Houston Minneapolis Philadelphia San Francisco 
Indianapolis Newark Pittsburgh Seattle 
Kansas City, Mo. New York Providence Waterbury 
Los Angeles (Maspeth, L.1.) Rochester 
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TOPEKA, 


16 





G LITTLE 
Giant 


SLACK /SLACK PULLER | 





For pulling slack in a messenger 
you need a man with the strength 
of Hercules, the ruggedness of 
Atlas, the speed of Mercury .. . 
or a Little Giant Slack Puller. 


1.) 
If you need to pull slack in a mes- 
either of 
the Little Giant Slack Pullers, the 


senger for any reason, 


LG! slip handle or the LG12 
ratchet handle will do the job 
Quick, Easy and Safe. 


WRITE OR PHONE 


100 TOPEKA AVE. 
KANSAS 
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VOICES OF THE INDUSTRY 


The Future” 


“Getting Ready For 


By EDWIN M. CLARK, 


President, Southwestern Bell Tel. Co.., 


St. Louis, Mo. 


HE ENTIRE telephone industry 


and my com- 


your cOMps< any 


pany has a lot to do... and do 


it right now... to meet the require- 


ments of the future. 


| believe what many experts say 
that the future holds great promises 
promises of boom and abund- 


ance for our nation. [ say that even 


though the country is moving through 


a business decline right now. 


Sure, business has taken a down- 


turn. But we're not in a depression 


by any means, such as in the 1930's 


when 25 per cent of the labor force 


was out of work. Unemployment 


throughout the country is running 
about 7 per cent. But remember 3 per 
cent unemployment is regarded as 
normal, even in boom times. 
heavy industrial 


been the 


The areas with 


concentrations have worst 
hit the industrial sections of the 
Midwest and the East. 
the Southwest? Well, we're 


diversification 


But what about 
blessed 


with great many 


types of businesses: manufacturing. 


1958 TELEPHONE ENGINEER & 


yes. but also service businesses and 


a big agricultural economy as well. 
So the fall-off in manufacturing has 
affected the slightly, 
on balance. 


For the 


Southwest only 
first three months of this 


year, our company gained more 
phones in Kansas than it did in the 
first 
xood here in Kansas. In Missouri. our 


quarter last year. Business is 

business has fallen off somewhat. 
But, on the whole, our company’s 

business throughout the Southwest is 


sood. Of course. we're working to 


make 


sales campaign has helped recover a 


it good, For example. a strong 
large part of the revenues that might 
otherwise have been lost. 

We're selling 


extension 


and selling color 


phones and phones, re- 


orades. extra listings . and we're 


stimulating long distance business. 


Our employes have been an im- 


yortant factor in our campaign to 
| 


bring in more revenues. A_ slogan 


we re using in sales information to 


Please turn to page 20 


MANAGEMENT 
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AMERICA ALWAYS OUTPERFORMS ITS PROMISES 


We grow so fast our goals are exceeded soon after they are set! 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More People — Four million babies yearly. U. S. popula- 
tion has doubled in last 50 years ! And our prosperity curve 
has always followed our population curve. 


2. More Jobs—Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 

3. More Income—F amily income after taxes is at an all-time 
high of $5300—is expected to pass $7000 by 1975. 

4. More Production—U.S. production doubles every 20 
vears. We will require millions more people to make. sell and 
distribute our products. 

5. More Savings— Individual savings are at highest level 
ever—$340 billion—a record amount available for spending. 





6. More Research — $/0 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


7. More Needs—In the next few years we will need more 
than $500 billion worth of schools, highways. homes. dura- 
ble equipment. Meeting these needs will create new oppor- 
tunities for everyone. 


Add them up and you have the makings of an- 
other big upswing. Wise planners, builders and 
buyers will act now to get ready for it. 


FREE! Send for this new 24-page illustrated 





‘6 . + ° . . Your 
booklet, “Your Great Future in a Growing oe 

9 . . sfea uture 
America.” Every American should know these “ai 
facts. Drop a post card today to: THE ADVER- Growing America 


TISING COUNCIL, Box 10, Midtown Station, — | 
New York 18, N. Y. 
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Telephone service 
that laughs at any weather! 


The CLR-9 terminal 
consists of wave-guide 
assemblies, master con- 
trol, tubeless power 
supplies and plug-in 
chassis for IF assembly, 
baseband drop, modu- 
lator, reflector control 
and servo. 


Rugged printed wiring panels 
increase circuit stability 


and 


simplify maintenance. 


Heavy-duty, tubeless 
power supplies increase 
reliability by employing 
semiconductor rectifiers 
—assures maximum reli- 
ability and minimum 
maintenance. 


Heat sinks cool the 
Klystrons by con- 
vection—gear 
drive assembly 
permits precise 
Klystron tuning. 





_ 
| 
| 


} 


_PHILCO 


Philco CLR-9 Microwave delivers 
240 voice channel capacity ona 
single wide band path! 


New Philco CLR-9 Microwave “building block’’ systems 
rovide for easy expansion of toll circuits on major and 
ibsidiary routes. Here is system economy of installation, 
peration and maintenance far surpassing other methods of 
ansmission. CLR-9 microwave is engineered for absolutely 
liable, unattended station operation . . . not susceptible to 


<tremes of weather. 
Pius Philco’s Turnkey Services— 

hich include . . . séte surveys by competent survey engineers 
<perienced in field techniques; system planning by Philco’s 
ystems engineers who design your complete communications 
ystem; /nstallation of your microwave system by Philco field 
ngineers—including erection of towers and shelters; and, 


To meet the challenge of advancing technology, we must support the — expansion of scientific education 


_ at Philco, opportunities are unlimited in electronics and mec 


Philco field engineers are available for field service— periodic 
inspection and preventive maintenance—to maintain the 
highest standards of system performance. 

Philco’s new CLR-9 microwave equipment provides high 
channel density, duplex communications with integrated 
standby facilities for maximum system reliability. It is 
designed for quick installation in standard relay racks... 
and engineered with built-in metering and test facilities plus 
plug-in chassis for easy field maintenance. 

Performance reliability is sharply increased in the new 
CLR-9 by the use of tubeless power supplies—new semi- 
conductor rectifiers replace tubes. The use of printed wiring 
panels increases circuit stability —and complete plug-in chassis 
may be quickly removed by maintenance personnel (permits 
efficient, centralized depot maintenance). Klystrons in the 
new CLR-9 are cooled by convection . 
heat sinks eliminates the need for bulky blowers. 


.. the use of compact 


COVERNMENT & INDUSTRIAL DIVISION 


4 10 Wissahickon Ave., Philadelphia 44, Pa. 


I 


anada: Philco Corporation of Canada Limited, Don Mills, Ontario 








nanical research and engineering. 
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WHITNEY 


(Continued from page 16) 





employes is: “You don’t have to sell 
a bargain. Just tell your friends 
about it.” 

While stepping up our sales cam- 
paign, were redoubling efforts to 
keep down expenses. We've always 
been cost conscious. But we're even 
more so now. And this belt-tightening 
has paid off in good results. 

Now, what's ahead? Well, 'm not 


looking for a giant upturn in the econ- 





omy overnight. An economy as big 
as ours can't turn on a dime. Re- 
member, the downturn started last 
year in late summer and early 










FO 


fall. But the national economy should 
be bottoming out of the business de- 
cline now and | look for a gradual 


Ss 
mes LESEAL 


ed ARMORED vn 


upturn. I think the economy will 
perk up so that 1959, although it 
won't be a boom year. certainly will 


be a better year than 1958. 























WB plastic jacket diameter and its The real challenge before us is in 
$ smaller cost. O4N’= Thre P ; . 
because of its + unusually low the 1960's. This will be a time to 
lightness, is handled o er RM RED test our mettle. our business know- 
a for direct bur! ss rot, resists the how. This is the period we need to 
TELESEAL is impervion’ pe heaving, with- start planning for now. 
° r e *fa5 . ‘ * 
stresses resulting ene by soil shifting Experts predict a tremendous de- . 
stands the abrasion ¢ nd is protected from mand for housing. The reason. of 
and rock movement OF nical damage by course, is more young people will 
¢, termite and me | wires. B reach marriageable age and_ start 
roden ' of flat stee e f : . ; 
armor be plowed in tO forming homes. Experts say the hous- 
ing boom is assured. starting in 1962 
or 1963, and moving up steadily fo: 
with its stab the true econom many years to come. Housing starts 
oat ive you d have averaged 1,000,000 a year for 
acteristics 9! ality pro uc See ae iy 
mes only with a qu the 1950’s. In the 1960's, housing 
oo starts are expected to average 1,500.- 
000 a year. And in the 1970's up to 
2.000.000 a year twice as many 
as right now. 
wi2 Think of all the new business this 
s will stimulate . . . to build, sell. fi- 
ae - 
nance, equip and maintain these 
houses. And, more important to all 
of us in the telephone business. think 
of all the new telephones needed in 
| s these homes. And not just basic one- 
a ow ; _ telephone service. either. But plenty 
NEW HAVEN 14, CONNECTICUT of extension telephones in color. 
too —- everywhere in the house . . . 
ee eae a in the kitchen, in the living room, in 
: the bedroom, in the workshop. 
WELL BUILT WIRES TES Pigs - — 
pe And, with the population increase 


SINCE 1899 of = 


and the greater ease and convenience 


a 
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EDWIN M. CLARK 


of long distance calling. think of the 


ast potential of long distance busi- \" | | 
— blaine us. ; sons - \' Unaffected by 
How do Missouri and Kansas fit | \ 
into the picture of national growth? 12 years eva 
Rugged Service 


Well. both states are growing. The 
LU. S. Census Bureau estimates the 
population of Kansas will be 2,346,- 
000 by 1965. compared with 1.905,- 
000 when the last census was taken 
in 1950. And the Missouri popula- 


tion by 1965 is expected to be almost 





1.700.000: in 1950. it was 3.955.000. a ° 
a singin aes Still in service after more than twelve years... 
This is what the future holds. This : ; 

is what experts are predicting. Will that’s the exceptional record of WB 

the telephone industry be able to Reinforced TELEPRENE Drop Wire . . . and 

meet the —— W we be able there’s only one reason. . . quality. By cutting 

Oo € dé O sé isf > oO i vg de- e . 

ie SOR 1 SENT Sk Sm drop wire replacement to the bone with 

mands of a booming land? } ; 

Well, I'm confident we'll meet the Reinforced TELEPRENE, Whitney Blake 
challenge of growth in the future as has proved that even if you could get drop wire 
successfully as we mel the challenge for nothing, unless it stands up as long as 
oF penn Te rate Sees eee WB TELEPRENE, service calls and replacements 


War II. Idapted jrom a paper 
presented at the 1958 convention o} 


the Missouri and Kansas Telephone 


would cost you more. 


A 


WB 
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“Outlook” 


By J. T. NAYLOR, 
Vice Pres., United Utilities, Inc.. 
Kansas City, Mo. 


This wire is REA approved 


N THE commercial outlook for the 


future we run the risk of barricad- 


WHITNEY BLAKE COMPANY 





ing against our own imagination. It 
is true there are certain fundamental 


ground rules underlying exchange 
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752 So. San Pedro St 





THIS IS 


ZIPPERTUBING 


.a method of making custom 
e/ectronic cables in seconds.. 
at a fraction of the cost! 


Now available in Vinyl, New Stretch 
Vinyl, Teflon, Nylon, Mylar, Neoprene. 


Major Advantages 


1. Cables are made by you, on the spot, 
as needed, without machinery. Pro- 
duction delays eliminated. 


2. New stretch compound provides 
tighter jacketing. 


3. Highly abrasion-resistant. Tempera- 
ture range, —90°F to 450°F. 


4. Eliminates expensive lacing or tying 
of conductors. 


5. Provides re-accessibility to conduc- 
tors, or can be permanently sealed. 


6. New method permits cable termina- 
tion with any type of connector. 


7.Sizes from %” 1D—continuous 
lengths to 1000 ft. 


8. New metal laminations for shielded 
or co-axial cable construction. 


9. Perforated type or molded “Ys” and 
“Ts” simplify branchouts. 


/mportant 


If you design or work with electronic 
cables, it will pay you to try ZIPPER- 
TUBING. Field representatives are 
nearby — or send for free sample and 
technical literature. 





Offices & Warehouses in All Principal Cities 


THE ZIPPERTUBING CO. 


+ 


TWX LA 840 
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¢ Los Angeles 14, Calif 


rate and toll rate structures. | would 
not suggest revolution, but I do rec- 
ommend healthy evolution. Just as the 
basic telephone service itself has ex- 
perienced a surge of popularity dur- 
ing the past 20 years, merchandising 
efforts and public understanding have 
had a major impact on those service 
offerings previously classified as “spe- 
cial” or “supplemental.” 

Most of us have gone through at 
least parts of the candlestick, hand- 
set. and color evolutions in the busi- 
ness. The era of telephone portability, 
multiple extensions, uni-location sig- 
nalling and loudspeaking telephones 
is upon us. These added to recording 
techniques, data transmission, and 
the increasing demand for private line 
voice, message and digital facilities 
recommend a sharp and critical look 
at the over-all rate and commercial 
programs. 

There is a vast latitude for the 
Judgment factor in establishing rates 
under an optimum value of service 
and cost of service balance. It is pos- 
sible that we have already outgrown 
many old concepts wherein the idea 
of “special” and “supplemental” were 
the bases for either superficiality or 
downright carelessness in the fixing 
of rates. 

You have been hammered for the 
past several years with the sales and 
merchandising ideals. IT shall not dwell 
further upon that issue as I believe 
others are better equipped to recom- 
mend appropriate techniques. Cer- 
tainly the objective needs no elabor- 
ation. 

I do feel, however. that some em- 
phasis is appropriate on keying our 
thinking to the cold 


realities of the day. We still engage 


commercial 


in some outdated conversation about 
disliking certain types of service and 
therefore discouraging its enlarge- 
ment. 

1 do not believe we have any ef- 
fective or permanent influence on 
what the public wants and will, soon- 
er or later, have. Our commercial 
problem can seldom be one of dis- 
couraging a legitimate need but 
should rather be the development of 
a compensatory and fair marketing 
pattern to fit everything marketable. 


In achieving this, | recommend the 





J. T. NAYLOR 


sharing of ideas between companies 
and the discreet development of more 
or less uniform commercial treatment 
which will fully “foot the bill.” 

Again. for the smaller companies 
we suggest availing of the trade press 
and particularly the counsel of or- 
ganizations with large specialty staffs 
for workable ideas. A positive ap- 
proach to any of our commercial 
problems, attended by an eagerness to 
accommodate all legitimate demand. 
seems to be the only safe and_pro- 
sressive attitude. 

One of the dilemmas confronting 
our private enterprise culture today is 
that of finding sound bases for meet- 
ing those legitimate demands which 
are inherently uneconomic. The idea 
of subsidy, or taking from one to 
supply the needs of another, has been 
a prerogative of government and the 
socialistic approach. 

We seem to have a serious problem 
in this respect in this “area coverage” 
ideal which we are all reaching out 
to achieve. The problem is compli- 
cated not only by new demand in re 
mote areas where serving costs ar 
prohibitive, but in having to rebuild 
many service station and cooperative 
facilities which grew out of the 
earlier and less exacting demands of 
the service. 

It is doubtful that we can escape 
entirely from subsidy in many rural 
areas. On the other hand. informed 
regulation and a proper appreciation 
in small towns of the value of rural 


communications to the commercial 
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ATE UNIVERSAL DIGIT ABSORBER 


The World's Best Switch 
FOR CONVERTING EXISTING SWITCHBOARDS 
INTO FULL 2-5 NUMBERING 






LDS ABSEILS” 


Other UNIVERSAL Equipment: 
COMPUTER INTERCEPT 
Code-to-Selective RINGING CONVERTER 
TRUNK DIGIT REGISTER 





Digit absorber case re- 
quires 17” on a 19” relay 


rack. Capacity 12 units. 


cm DIRECT DISTANCE DIALING 
Pe 0%d REQUIRES A 2-5 CODE 


Few dial switchboards of earlier design have provisions for adding 
digit absorbing features economically. The Universal Digit Absorber fills 
this need easily and at nominal cost. Installation requires very little time and 
does not interrupt service. 





The ever-increasing requirements of Extended Scope Dialing on a universal numbering 
arrangement are easily handled by the Universal Digit Absorber. The Digit Absorber is a 
factory assembled, fully-wired, applique unit that can be connected to any existing dial 
switchboard to pad in three digits of exchange code (ABX) or four digits in the case of a 
three digit dial board. 

There are two types of Universal Digit Absorbers, depending on the complexity of the 
exchange codes assigned: 

19-S unit will handle exchange codes, as illustrated by AB-X, where the “X” digit is 

not a duplicate of the “A” or “B” digit. 

19-L, unit is required where the “X” digit is a repeat of either the “A” or “B” digit. 
In addition, Universal offers a Trunk Digit Register which can be applied to “Trunk on Line” 
dial boards where five or more digits are required to be delivered to a 3 or a 4 digit tributary 
exchange. This unit also affords added link hunting time and safeguards against partial 
digit registration. 

* Pat. Pend. 
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TELEPHONE 
DIVISION 


UNIVERSAL 


CONTROLS CORPORATION 


OFFICE AND PLANT — CARROLLTON, TEXAS 
MAIL ADDRESS-P. O. BOX 13122, DALLAS 20, TEXAS 


FOR FULL PARTICULARS 
PLEASE WRITE DIRECT TO 
UNIVERSAL 
OR CONSULT YOUR DISTRIBUTOR 
FOR DETAILS 


CH 7 


va J ~ 


S@eeeseeeeecoeeoeoeoeosveeeeeeeeeeeeees 





ON ORDERS DIRECT TO UNIVERSAL, BILLING WILL BE THRU YOUR PREFERRED DISTRIBUTOR. 
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> Hydraulic Reel Lift 

> Hydraulic Front Support 
> Spring Suspension 

> Up to 4000 Ib. loads 


All hydraulic operation for easy one-man 
loading and unloading. 

Other Truco Hydraulic Reel carriers avail- 
able in capacities up to 14,000 Ibs. Special 
large capacities built on order. 





TRUCKS quipment co. 


3963 Walnut Street 
Denver 5, Colorado 





A complete telephone directory 
publishing service 


300 MONTGOMERY ST., SAN FRANCISCO, CALIF. 
OFFICES: KILGORE, TEXAS - EVERETT, WASHING- 


TON - BEAVERTON, OREGON 
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welfare of these small communities is 
developing a fairly sound apportion- 
ment to base rate area rate schedules 
to enable reaching out to the boun- 
daries of the exchange and the mar- 
keting area. 

There has been a steady liberaliza- 
tion of line extension rules until it 
appears that we may be approaching 
the limit without imposing inequities 
and making subsidies too flagrant in 
the rate structures. On the other hand, 
timing and rural service planning on 
a composite exchange basis often- 
times presents a practical sohition or 
goes far toward enhancing rural serv- 
ice under tenable commercial prin- 
ciples. 

In meeting this rural problem, | 
should like to recommend for your 
consideration, where applicable, the 
undertaking of wholesale rural im- 
provement programs. engaging the 


cooperation of local Chambers of 
Commerce and civic clubs in gener- 
ating the farmers’ interest in such 
programs. This may be made to co- 
incide with dial conversion projects 


or may he justified in and of itself. 


Such methods avail of the inherent 
efficiencies of concentrated effort on 
a major scale. They also may permit 
the application of line extension prin- 
ciples to a sufficient number of appli- 
cants under varying conditions to re- 
duce the initial cost for everyone to 
an acceptable figure or possibly to 
eliminate subscriber investment. par- 
ticipation entirely. 

In setting up a wholesale rural 
“clean-up” program. I believe it will 
be found that many of the dispro- 
portionate expenses to the applicant 
of ordinary line extension rules. when 
applied on a line by line basis, may 
he averaged out to a minimum agree- 
able figure if applied to the complete 
problem in the rural districts of an 
entire exchange. There are no abso- 
lute answers, but in developing rural 
commercial concepts, I believe we 
need to draw fully upon our prac- 
tical imagination to get the job done. 
as contrasted to a negative or hide- 
bound approach. Adapted from a 
paper presented at the 1958 conven- 
tion of the Wisconsin State Telephone 


{ssociation. 


“The Small Company Manager” 


By RALPH B. SCOTT, 


President, South Penn Telephone Co., 
Waynesburg, Pa. 


have 


AN) ol our 


prospered during their earlier 


companies 


vears but have failed to keep up with 
the advancement and growth of the 
times. and as a result. hundreds have 
gone by the board with the passing 
of the vears. My own company now 
operates territory formerly served by 
38 companies. 19 of which operated 
exchanges. 

How often have we heard it said 
that this or that could not be done 
because we are just a small company ? 
I. being a small company manager at 
heart. and recognizing that fully two- 
thirds of our companies are classed 
as small. wish to point out some of 
the advantages of being so. 

| do not recommend that any busi- 
ness should be conducted as a_part- 
time job. Littke companies should 


merge with others and be given the 
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full time of someone who is interest- 
ed. Even though the small company 
manager may be inexperienced, there 
is no substitute for interest. 

The small company manager lives 
close to his customers. knows them all 
by name, is interested in their welfare 
and if he 


little trouble in gaining their moral 


is diligent. should have 


and financial support. 

It is recognized that as a utility ex- 
pands the overhead expense grows out 
of proportion. The simplest and most 
economical manner of running any 
business is for the manager to be 
able to assist or supervise personally 
all important operations. By so do- 
ing. subordinate employes are in con- 
stant training. 

The Independent manufacturers of 
our industry have kept abreast of the 


Continued on page 28 


MANAGEMENT 


t 































For telephone line wire 
... bare or insulated 


>. 
iN For rural distribution wire 


... guy strand or messenger 


>OPPERPLY 


COMMUNICATIONS WIRE 


Copperply wire introduces a unique combina- 
1 tion of advantages and economies. For ex- 
ample: better balancing of circuits, suitability 
for future carrier circuits without additional 
line work, extended service life, improved long 
span installation, and sizeable economies both 
in insulating the wire and in line construction. 


These gains stem largely from precise con- 
centricity, linear uniformity, and a non-porous 
rust proof copper coating permanently united 
with a high tensile, precision-drawn steel core, 
as well as availability in continuous non-welded 
lengths up to 1,000 pounds. 


Copperply is now available in High Strength 
and Extra High Strength grades, with either 
30% or 40% conductivity, and in all standard 
a sizes from No. 3 to No. 14 AWG. 


Bulletin 202 gives additional data. Write 
National-Standard, Niles, Michigan. a 


NATIONAL =) STANDARD 


DIVISIONS: NATIONAL -STANDARD, Niles, Mich.; tre wire. sfainie m ¢ spring and plated wires « 
WORCESTER WIRE WORKS, Worcester, Mass.; music spring. sfarnie and plated wire g r do 
specalies + WAGNER LITHO MACHINERY, Secaucus, N. J.; meta/ decorating equipment + ATHENIA 
STEEL. Clitton, N. J.; Mat. high carbon spring steels + REYNOLDS WIRE, Dixon, Il.; industrial wire t 
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CROSSBAR SWITCHING! 


“Star” of the U.S.I.T.A. Convention was the new K-60 Crossbar Switching 
System—the biggest advance in automatic switching for independent 
telephony. This new Kellogg development offers full terminal-per-station 
efficiency with terminal-per-line type of equipment. And, it can be engineered 
for any size system from small community dial offices to large metropolitan 
exchanges with maximum operational savings. 

The efficiency of the new K-60 is achieved through the use of registers 
and full-station translator bays. The registers completely control dial 
selections on a stage-by-stage basis and accept up to 14 digits for nation- 
wide toll dialing. In the translators, subscriber assignments are made by 
inserting rectifiers in a matrix associated with each telephone number, 
thus eliminating major soldering changes on the main frame. 


SOME OF THE EXCLUSIVE K-60 FEATURES 


e Conversation timing by 10-line groups. 

e Conversation timing on revertive calls. 

e Any telephone arrangeable for joint party release, thus permitting the 
tracing of malicious calls. 

¢ Detects trouble—locks trouble-path and blocks from future calls until 
correction is made. 

e¢ Simplified main distributing frame utilizing a 2-conductor jumper 
per line. 

¢ 100% Intercept facilities. 

e PBX groups may be spread over entire office—eliminating need for high 
traffic connector group. 

¢ No charge assignment on specific lines such as Police and Fire. 

¢ Toll access restriction by 10-line groups. 


Call your Kellogg representative and let him show you how these and the 
many other ieeueen of the new K-60 Crossbar Switching System can bring 
new and better service to your subscribers at the minimum cost. 





KELLOGG Warehouses and Offices: 





1515 Turtle Creek Blvd. 5924 Pulaski Road 1555 West Fourth Street 
Dallas 7, Texas Chicago 29, Illinois Mansfield, Ohio 
Riverside 7-519! REliance 5-7740 LAfayette 4-651! | 
TWX: DL-92 TWX: CG-3296 TWX: MANS-0-132 
: : . 165 Prospect Street 1594 Southlaad Circle, N.W. 450! Truman Road ‘ 
Passaic, New Jersey Atlanta, Georgia Xarsas City |. Missouri 
KELLOGG SWITCHBOARD AND SUPPLY COMPANY PRescott 9-3610 Sycamore 4-2441 HU-nboldt 3-7085 
TWX: PAS-1067 TWX: AT-35I TWX: KC-686 
A Division of International Telephone and Telegraph Corporation Export Distributor: 
23 Broderick Road 6100 Excelsior Bivd. International Standard 
6650 S. Cicero Ave., Chicago 38, Ill. Burlingame, California Minaeapolis, Minn. Electric Corp. 
OXtord 7-5780 WEst 9-6715-6 50 Church Street 


Telephone: POrtsmouth 7-6900 TWX: SAN MATEO-06 TWX: MP-1195 New York 7, New York 
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EXTENDS SERVICE 






FAST IN RAPIDLY 







GROWING AREAS 


Made in a variety of combinations 


from 2 to 16 pair, WB Multi-pair 







Distribution Wire affords a fast, eco- 


nomical method of extending service 





where needed. This wire has been 





used successfully to temporarily re- 





place storm damaged circuits, to 






serve during relocation of lines due 






to road building or other construc- 






tion and in many other ways. When 






used for temporary service it may be 


salvaged and re-used. 


WB Multi-pair Distribution Wire is 
light in weight, is self supporting and 
is shipped in long lengths. 
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| (Concluded from page 24) 
technical developments of our day, 


and by employing modern equipment, 
there is no reason why small com- 
panies and small exchanges cannot 
give the same grade of service as 
the large. 

Several of our manufacturers con- 
duct plant schools for the training of 
maintenance personnel and more re- 





RALPH B. SCOTT 


cently some of our colleges are con 
ducting seminars for management, as 
well as the technical aspects of the 
business. 

When you have someone worthy of 
advancement, | recommend you send 
them up for training. 

This Association was formed, like 
most organizations, so we might share 
the experience of others, so the small 
might profit by the experience of the 
larger. so that through union we 
might employ professional help in 
solving our problems. 

The major task of the Bell System 
is to provide long distance service. 
[ have found the Bell companies al- 
ways willing to assist in our problems 
regardless of their nature, and it is 
my belief that they are really happy 
to have someone to share the burden 
of originating traffic. 

This little discourse is nostalgic in 
a way. While it is human nature to 


_ covet things bigger. I often wish that 


| could go back to the time when | 
was able to have a finger in every 
pie. So if you own or are a part of 
a small company, put your heart into 
it and be happy. You have a golden 
opportunity to serve. Adapted 
from a paper presented at the 1958 
convention of the Pennsylvania In- 


dependent Telephone Association. 
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REVENUE 
BOOSTERS 





Ist Hotel Dial System In Middlewest 
ECENTLY Arthur M. Wirtz, pres. of the Bismarck Hotel, Chicago 
announced that the first hotel dial telephone system in the middle- 
west will be installed in the hotel this year. Following engineering 
studies and negotiations, a contract was signed by the hotel with Illinois 
Bell Telephone Co. 

The new dial system, including colored telephones, in the Bismarck’s 
600 rooms will have the following features: 

Guests may dial directly to all Chicago telephones, and also obtain 
faster long distance service with direct dial connections to Illinois Bell 
Telephone Co.’s long distance system. 

Guests will also find an added convenience in reaching the 
valet, bell captain. 


various 
service departments of the hotel such as room service, 
etc., as they can dial these departments directly without the necessity of 
reaching an operator. 

New mechanical devices at the front office cashier will speed the 
preparation of guest bills at check-out time. 

“Our purpose of the improvement,” Wirtz stated, 
the bottle-neck that develops in every hotel during conventions. when 


“was to eliminate 


it has been impossible for ope rator controlled boards to handle sudden 


and unpredictable peaks... . 


Sell the Vacant Spots 
AST MONTH /ilinois General News pointed out that two families 
on a four-family line mean they are getting two-family service for 
the four-family rate. 

“It’s not only bad algebra.” said the News, “but it means you lose 
money. Let’s check our records and see how many of these vacancies we 
can fill up. A little shifting of cable pairs and we could fill up some of 
those lines. As long as he is getting two-family service for a four-family 
rate, he is not going to be concerned with regrading. Regrade, wherever 
possible without upsetting your whole system. That’s how you can 
make the needed sale. Regrade and fill in where you can. It’s good 


business... . 


Families Like Conference Calls 

| eins ARE always looking for a good buy. At least that’s the way 
it appears when you take a good look at telephone conference call 

usage. When the service was first introduced it was felt by some that its 

usage was entirely within the realm of business. Recently, however, the 

conference call has found favor with families as a means of bringing 

all members together for a sort of informal Long Distance chat. 

Now a brother away at college can chat with Mom and Dad at home 
and with Grandmother in still another city. The conference call also fills 
the bill on special occasions. When Valentine’s day rolls around the 
family can all get together via telephone, regardless of where they live. 
The same applies on Easter and Mother's Day as well as on birthdays. 
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Ask yourself these questions— 
and the answer you get will be an 
emphatic “YES” for COMMERCIAL 


on all counts! 





Are they highest 
quality? 

Do they provide noise-free 
conductivity? 

Will they prove to be 
economical by providing long, 
trouble-free service life? 

Can we expect prompt 
deliveries? 























When you sum up all these 
points, don’t they add up to 
about everything you de- 
mand of the cords you put 
into service? Then why not’ 
specify COMMERCIAL CORDS 
the next time you order. An “on- 
the-job” service test will provide 
convincing proof. You can now get 
Instrument Cords in color too! 














© NYLON SWITCHBOARD AN 
OPERATORS’ CORDS 


Write for catalog, 
samples and 
prices 


Pp COMMERCIAL CORD 
AND SUPPLY CO., INC. 


o CLIFTON SPRINGS, N. Y. 
. Phone: HOward 2-5111 


i&: N 
i, 
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A SINGLE PAIR OF WIRES IS 
Ra SN ALL YOU NEED FOR FAST, COMPLETE 
eo NIGHT SERVICE AND AFTER-HOURS 


ANSWERING WITH USI’S 





Get this advantage PLUS 
many other EXTRA features as 


standard equipment 


when you buy... PBX 1 
by USI 





For full particulars on this or 
any other system to fill your needs, contact 


[CORP.} us at Charlottesville, Virginia 


® 


UNITED STATES INSTRUMENT CORP. 
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“Temporary” Doesn't Mean “Permanent” 


UR WASHINGTON Bureau and other observ- 

ers of happenings in the Nation’s Capital tell 

us prospects for the elimination or reduction of 

the Federal excise tax on communication services 
at this session of Congress are practically nil. 

That fact started making itself known last 
month when the Senate Finance Committee, as 
anticipated, reported to the Senate floor the 
House bill providing for a one-year extension of 
present corporate income and excise tax rates 
and overwhelmingly rejected a proposal by Sen- 
ator Paul Douglas (D., Ill.,) that the commit- 
tee hold hearings on a general tax reduction. 

This possible defeat of the telephone indus- 
try’s efforts to convince the nation’s lawmakers 
the excise tax on communications services is un- 
fair and discriminatory and should be repealed 
is disappointing. 

But win or lose, we believe the telephone indus- 
try gained much from its efforts to prove U. S. 
telephone users should not be forced to continue 
paying excise taxes on an essential household 
service. 

There is much evidence at hand to prove the 
telephone industry’s all-out effort to get the true 
facts about the communications excise tax to the 
American public has awakened thousands of citi- 
zens to the fact that the telephone is the only one 
of the essential household utilities on which they 
pay a Federal excise tax. 

This mass awakening of the public to the fact 
that the nation’s telephone subscribers paid near- 
ly $600,000,000 in Federal excise taxes on their 
telephone service in 1957 is all to the good. 

That good may not prove itself at this session 
of Congress but there will be other sessions and 
someday the job performed in 1958 by the 
USITA Tax Committee, the state telephone asso- 
ciations, the Bell System and the Independent 


telephone companies is going to pay off and the 
unfair excise tax on communications service will 
be repealed. 

We believe that is exactly what should happen 
this year. The fact that it may not happen this 
year is, as we see it, all the more reason for a 
continuation of the industry’s present efforts to 
halt the excise tax on communications service be- 
fore it becomes a permanent part of the general 
tax structure. 

In our opinion the industry in 1958 took its 
biggest step toward the accomplishment of that 
job. There is much evidence to indicate that more 
U. S. citizens than ever before realize: — 

(1) The Federal excise tax on communica- 
tions services was conceived as an emergency 
measure and if it is continued it may be regard- 
ed as a permanent part of the tax structure. 

(2) The tax is unfair because it discriminates 
against users of telephone service by making 
them pay a tax on a daily necessity at rates ap- 
proaching those imposed on club dues, cabaret 
bills, liquor, and tobacco. 

(3) The necessity of maintaining Federal tax 
revenues at the current high level should not pre- 
clude the elimination of the unfair and discrimin- 
atory excise tax on communications services. 


The possible failure of efforts to convince 
Congress of such facts is no reflection on those 
who worked hard and long for repeal of the 
excise tax on communications service. They did 
their work thoroughly and efficiently. 

If their efforts fail to bring about repeal of 
the burdensome and discriminatory taxes, the 
real blame for the failure should be handed to 
those Congressmen who will prove by their actions 
that they do not understand the difference be- 
tween a “temporary tax” and a “permanent tax.” 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge, provided credit is given this publication and a copy of such reproduc- 
tion is filed with this publication. This legend need not appear on the publication.) 
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Non-stop relay station 
for military messages! 


Kleinschmidt equipment receives and instantly re-transmits thousands of printed 
communications daily at the Army’s Switching Center, Davis, California. 


At one of the largest installations in the U. S. Army's teletypewriter network, Kleinschmidt reperforator- 
transmitters, teletypewriters and related equipment, developed in cooperation with the U. S. Army Signal 
Corps, receive and automatically relay the vast load of military communications for the Pacific overseas 
area and western United States. With related switching equipment, incoming messages are scanned and 
re-transmitted without manual handling . . . so rapidly that the first portion of a relayed message is 
received at its destination before the latter part has been transmitted from point of origin! 


Research and development of equipment for transmitting and receiving printed communications has been 
a continuing project at Kleinschmidt for almost 60 years. This unparalleled store of experience, now joined 
with that of Smith-Corona Inc, holds promise of immeasurable new advances in electronic communications. 


KLEINSCHMIDT LABORATORIES, INC., DEERFIELD, ILLINOIS 


Pioneer in teleprinted communications equipment e A subsidiary of Smith-Corona Inc 
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Efficient Operation and its Rewards 


By CYRUS G. COULTER 


Commissioner, Illinois Commerce Commission 


“‘When the company has a good reputation with the public and therefore, 
most probably with the commission too, the commission naturally views with 


satisfaction the record and standing of the company and desires to see it do well.”’ 


ODAY. a regulatory commission, is faced with many 

problems, many of which you are no doubt broadly 
familiar. I dare say, however, that it also has problems 
that you, as utility management, have seldom had 
occasion to consider at any great length. What I have 
to say here is, of course, my own personal reaction 
that of just one commissioner to the broad problem 
[ would like to discuss with you, and the problem, | 
think, is pertinent not only to the telephone industry 
but to the utility industry as a whole. 

I chose the word “operation” as part of the title of 
this paper because | had something in mind that goes 
beyond the mere idea of service. Efficient operation on 
the part of a utility company includes rendering good 
service but. in my judgement, goes farther, as I shall 
try to demonstrate. 

| use the word “rewards” in the title, but I do not 
mean it in any narrow monetary sense. What I had 
in mind was the undoubted advantage that accrues to 


a company that has a record of efficient operation 


whenever that company, for any reason, must do busi- 
ness with its regulatory commission. 

To put it another way, | thought it might be of in- 
terest to you, as management and operating people, to 
get some idea of what a commission thinks about in its 
general approach to the problems of a company, from 
month to month and from year to year, through the 


regular commission procedures. 


“The Question of Service” 
AVING just said that the idea of a company giving 
good utility service is only part of the general idea 
of efficient operation, | do want to discuss briefly. none- 
theless, the question of service in order that | may pass 
on to some other aspects of efficient operation. 

The manner in which a commission may approach 
many of the problems with which it has to deal is 
often clearly marked out by law. This is largely the 
case with the question of service. 

One of the best-known recent cases. decided in 1953, 
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@ NEW...NEW...The Stromberg-Carlson ''1573" tele- 


phone...now available with optional Hold feature on 
the third line. This is the only modern telephone 
which offers your commercial subscriber 3 trunk lines 
with Hold feature on each. Simple plunger assembly 


lets you convert your present in-stock phones, or 





those in use. The ''1573'" phone is one of many profit- 
boosting items to give you extra revenue. It's a 

modern ''500'' type phone available in gray or black with 
new lucite finger wheel. Consult your Stromberg- 
Carlson representative for ordering information. 
STROMBERG-CARLSON 4 owision of ceneRat DYNAMICS CORPORATION 


SC | GD 
Ss. | @. 





ELECTRONIC AND COMMUNICATION PRODUCTS FOR HOME, INDUSTRY AND DEFENSE 








involved the Elyria Telephone Company in Ohio. The 
case may be found in 110 North Eastern Reporter, 2nd, 
at page 59. In that case the Ohio commission approved 
a rate increase as just and reasonable. There was a 
great deal of objection to that action and after a re- 
hearing the commission reduced some of the proposed 
rates and suspended all of the others. It also reinstated 
the old rates until certain improvements in service and 
facilities were made. A restriction was also placed on 
future dividends of the company. 

On appeal the Supreme Court of Ohio reversed the 
commission on both of these points, holding that the 
commission had authority to regulate both rates and 
service, but that it could not make adequate rates con- 
lingent upon service improvements. 

This case presents that particular legal issue about 
us clearly as you would ever expect to find it. There 
was no controversy in court about the value of utility 
property and, so far as I can find, there was no argu- 
ment about the proper rate of return or the proper 
expenses. 

Apparently in the rehearing the commission made no 
attempt to change its previous findings on any of these 
issues. It simply refused to allow a fair return as long 
as the service was unsatisfactory. The court held that 
the commission could not do this and particularly point- 
ed out that if the utility was not allowed a fair return 
it would not be able to attract the capital required to buy 
the equipment needed to improve the service. The com- 
mission had the duty to fix fair rates. It could also 
order service improvements, but it could not make one 
dependent upon the other. 

The Florida Commission tried to do the same thing 
at about the same time. Florida Telephone Company v. 
Carter, 77 Southern Reporter, 2nd, 508 (1954). It 
found that the Florida Telephone Company was en- 
titled to a rate increase of 18 per cent but it refused 
to order any increase so long as the company’s service 
was not improved. 

Perhaps if the commission had merely tried to re- 
duce the rate of return it might have been successful, but 
when it withheld a revenue increase of 18 per cent it 
was withholding all of the earnings and some of the 
expenses too. The Florida Supreme Court set aside the 
order and cited the Ohio case. 

The reason which it gave for reversing the commis- 
sion was that in the Florida law service and rates are 
dealt with in separate sections of the statute and held 
in essence that these two subjects must be covered in 
separate proceedings. This again is a case in which the 
extent of the rate limitation was so great that the tele- 
phone company had very little chance of getting the 
capital needed to correct its poor service. 

In the case of City of Elizabeth (New Jersey) v. 
Board of Public Utility Commissioners, 123 Atlantic 
Reporter 358, the New Jersey commission allowed an 
increase to a water company which was not giving 
adequate service. The City of Elizabeth appealed the 


order but the commission was affirmed. The court said. 


“. .- a starved utility is in no better position to render 
proper service than a starved horse or a motor car 
without fuel.” 

I think this is sound law and it does not render a 
commission impotent in dealing with cases of bad serv- 
ice, even aside from citation cases which it may insti- 
tute to improve service. The commission still has con- 
siderable discretion as to the exact level of rates which 
it may prescribe. It must determine the fair rate of 
return and the fair value of the plant, but I do not 
nave to tell you that these findings necessarily involve 
much discretion on the part of the regulatory body. 

Even after a commission has arrived at its conclusions 
on these points, there still remains a zone of reason- 
ableness within which rates may vary. This is very well 
shown by a recent case in the state of Maryland in 
which both the city of Baltimore and a street car com- 
pany appealed from the commission’s rate order. Balti- 
more Transit Company v. Public Service Commission, 
112 Atlantic Reporter, 2nd, 687 (1955). The court 
denied both appeals and sustained the commission. It 
rejected the city’s appeal because even poor service did 
not justify confiscatory rates. It denied the utility’s 
appeal on the ground that the commission had used 
discretion so long as the raie which it fixed was above 


the contiscatory level. 


Where Service Is Below Standard 

T HAS BEEN my experience that a company whose 

service to the public is below standard is also a 
company that must be watched on other matters as well. 
Generally its books and records are not properly kept 
and its reports to the commission are not filed on time, 
or, when filed, are not properly prepared. 

At this point you will see that I am attempting to 
show that a company’s shortcomings in this kind of 
a situation go beyond failing to render proper service 
to the public and go over into the area of inefficient 
operation generally. 

And this is bad, because a commission’s confidence 
in the efficiency of a company’s whole operation is 
shaken. It cannot be sure, without extended investiga- 
tion, that all claimed items of expense are valid; that 
there has been a determined and effective effort to keep 
operating costs down; that expenditures were made for 
the proper purposes; that certain reserves are proper: 
that proper credit is taken for all proper revenues; that 
the company’s rural line extension policy is fair; and 
that a conscientious effort has been made to sell the 
service and maintain good public relations. 

Now. we know that management has certain preroga- 
tives —- a special domain, so to speak — on which a 
commission may not trespass. This is as it should be be- 
cause good management knows more about its prob- 
lems and how to deal with them than any public official 
can know. However, when a commission’s confidence is 
shaken on some of the counts I have just enumerated, 
it cannot help having some misgivings about making 
additional gross revenues available to a company when 
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it cannot be sure that the result will be a deiinite 
strengthening of the company’s overall financial con- 
dition so that it may more effectively carry out its re- 
sponsibilities to the public and to its investors. 

This attitude on the part of a commission does not 
stem from a hostile feeling toward the company, that 
makes the commission want to punish it. That would be 
wrong as well as short-sighted, because it is the public 
that would suffer. The commission, in this kind of a 
situation, has got to be dispassionate and philosophical. 
realizing that a small minority of poor operators will 
always be with us, and then take such steps as it can 
lo encourage improved operation by pointing out its 
advantage from just a regulatory point of view alone - 
that good earnings are the key to good service and to 


the most economical service over the long run. 


Rates vs. Service 

DO NOT NEED to tell you that telephone rates and 

telephone service always have a very real and prac- 
tical effect on each other in terms of how much service 
the public wants to buy and how much it is willing to 
pay for that service. Even though a company has a 
monopoly of the telephone service in a particular ter- 
ritory, it is still competing with every other kind of 
service for what it hopes will be a reasonable share of 
the customer's dollar. 

Perhaps we can call this a sort of regulation by com- 
petition or by economic law. But this is primarily the 
esponsibility of each company’s management and a 
commission can only authorize an earnings level which 
the utility must then go out and attempt to realize 
through the sale of its service in competition with all 
other business. 

I have found in some situations that there have been 
expressions of opinion to the effect that there is too 
much regulation. If this is true, it implies an awareness 
on the part of utility management that it is able to 
stand on its own ability, initiative and resourcefulness 
to solve its many problems, and also an awareness that 
there is a definite limit to the really effective assistance 
that a commission can give, although it be at all times 
willing. A rate increase will not solve all problems. 

Sut I think that those of you who know me know 
my views on the subject of utility earnings and [ hope 
I will not be tedious if I quote from a concurring opin- 
ion I wrote back in 1952 in a General Telephone Com- 
pany rate case, reported in 98 Public Utilities Reports. 
New Series, 301. 1 quote: 
granted here will enable the General Telephone Com- 


* * the increase in rates 


pany of Illinois to continue to finance its large pro- 
gram of plant construction and improvement. This pro- 
gram is absolutely necessary in order to provide its sub- 
scribers with the caliber of telephone service which the 
public wants and deserves. 

“The fact that this company has raised large sums 
of money in the past is no warrant for assuming that 
it can continue to do so, since the suppliers of capital 


will inevitably look askance at the continuing demand 
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for money to provide service unless the company re- 
ceives revenues with which to supply the returns which 
capital must have. 

“In my view, the net result of this approach is more 
in the public interest than a course of regulation which, 
it seems to me, must ultimately eventuate in deteriora- 


tion in the quality of service to the public.” 


Alert, Efficient Management” 
| hae US LOOK now at the other side of the picture 

at a company which stresses alert, efficient man- 
agement. It does not have to be a big telephone com- 


pany or even a medium-sized company, but mav very 


zt 





oll 5 2 
**Telephone rates and telephone service always have a very 
real and practical effect on each other in terms of how 
much service the public wants to buy and how much it is 
willing to pay for that service.” 
well be, and often is, a Class C or Class D company. 
(The telephone companies are rated by our commission 
according to the amount of their annual gross revenues. ) 

Among the first facts that bring a good company to 
our attention is its filing of its reports on time that 
is. reports that are properly prepared. Another good 
sign is the absence of service complaints from its oper- 
ating territory. The fact that we get a few service com- 
plaints on a company does not mean necessarily that 
its service is not good, but when over an extended period 
of time we get complaints in considerable number, then 
it is only natural that we begin to form impressions. 

\s you know, utility regulation is not an exact sci- 
ence and we are human like everyone else. We are not 
long in forming favorable impressions of a company, 
large or small. that shows that it is earnestly trying to 
do what it is supposed to do, including maintaining 
good customer relations. As a practical matter, to be 
very frank about it, this makes our job easier. 

It has been my experience that the most bitterly 
fought rate cases are those in which the public feels 


that it is not getting good service for its money. But 
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when the company bears a good reputation with the 
public and therefore, most probably, with the commis- 
sion too. the commission, at a time when it is beset by 
other complex problems, naturally views with great sat- 
isfaction the record and standing of this company and 
has a definite desire to see it do well. It will do all that 
it can to see to it that it does well, because the com- 
pany is fulfilling its mission, namely, rendering good 
service to the public. This attitude on the part of a com- 
mission, in my opinion, is not only natural and human 
but is sound and desirable because it is. | think. the 
most direct route to overall good service in the public 


interest. 


“Keeping The Records” 
| HAVE already referred to the advantage in keeping 
company records properly and in conformance with 
the commission’s Uniform System of Accounts. This 
may or may not require the services of an accountant 
in the case of a small telephone company. depending 
upon the know-how of the management of that particular 
company. But certainly the practice of keeptng proper 


records is a worthwhile one from any point of view. 


Rural Line Extensions 
F ALL know that a large percentage of the applica- 
tions for rural telephone service involve the con- 

struction of rural line extensions. Most of the smallei 
companies will build not to exceed an average of one- 
half mile of pole line per applicant and will not ev- 
pend for construction more than five times the annual 
local service revenue to be derived therefrom. All con- 
struction costs over and above this allowance are charged 
to the customer. 

It is true that someone must bear these rural line 
extension costs either the applicant or the entire body 
of subscribers or both. Where to draw the line to 
achieve maximum fairness, under the circumstances. to 
all concerned is the question and | believe the ¢ommis- 
sion must carefully watch developments regarding this 
important aspect of service. One company in IIlinois 
appears to be the most liberal of all of the companies 
in providing rural extensions for new applicants. This 
company will build 84 mile of pole line for each new 
applicant and rarely makes a construction charge to 
him and. to my knowledge. there have been no com- 
plaints from anyone involving excessive construction 
costs. 

Rural customers constitute an important source of 
revenue to the smaller companies. It would therefore 
appear essential for them to canvass and develop their 
rural areas with a view to providing telephone service 
to the maximum number of subscribers in their areas 
in view of the fact that a greater number of subscribers 
tends to minimize the construction costs. The commis- 
sions telephone engineers tell us that the use of car- 
riers. buried wire and long-span construction also tends 
to keep construction costs down. 


What I have said on this subject properly applies to 
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petitions and complaints from groups of applicants, 
such as switching subscribers or groups having no tele- 
phone service at all. Sometimes these groups are con- 
fronted with long delays, sometimes high construction 
charges. or a refusal on the part of the company to 
provide any service at all. We can be reasonably cer- 
tain that this is an area of operation in which great 
improvements can be achieved. 

| would like to say just a brief word about extended 
area telephone service. It should, in my opinion, be 
encouraged between contiguous exchanges where there 
is a community of interest, a high rate of calling and 
a need for a larger calling area. Illinois Bell Telephone 


Company. from time to time. has petitioned the com- 





“The commission 
views with great sat- 
isfaction the com- 
pany’s record and 
standing and has a 
definite desire to see 
it do well.” 
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mission for authority to furnish extended area service 
to well over 50 communities and, so far as | know, we 
have received no protests from the subserfbers in the 
communities involved and at most hearings involving 
these matters civic leaders and organizations. business 
men and individual subscribers have appeared all 
encouraging the project. 

In one or two cases several buses were chartered to 
transport subscribers to the hearings to urge us to act 
favorably upon the company’s petition. General Tele- 
phone Company of Illinois has extended area service. 
in one form or another, in approximately 80 per cent 
of its exchanges. Middle States Telephone Company, as 
well as many others of our Illinois companies, provide 
this service. No case has come to my attention where 
subscribers have wanted the extended area service dis- 
continued after it has been introduced. 

There are other aspects of the subject of company 
operations that I could touch on briefly, but I have 
discussed those that have to me seemed most timely 
and current at the moment. Besides, [| do not want to 
appear to lecture you. But in all seriousness. the matters 
with which you and | deal, from day to day. are not at 
all unimportant matters. They concern the welfare of 
all of the people of our great state and in these fateful 
days when we are in a life and death, winner-take-all. 
competition with another ideology across the seas. each 
of us has his own role to play. no matter how insignifi- 
cant, in this vital effort to make our system work at its 
hest and to keep our country prosperous, strong and 
free.-Adapted from a paper presented at the 1958 


convention of the Illinois Telephone Association. 
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the larger companies as well. The commission receives 
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In the more competitive area ahead, when business will be harder 


to get and growth harder to achieve, there will be a greater-than- 


ever premium on efficiency, imagination and downright hard 


work aimed at giving the customer the most value for his dollar. 


By CO. W. 


ODAY,. as we look around us, we see a world that’s 
often in turmoil and constantly in change. The 
social and political environment is changing eradual- 
ly but surely. 
Right now one of the changes we're all concerned 
thout is the so-called recession.” We go around asking 
‘ach other . . 


‘sis getting worse? . 


.. 1s it really as bad as we read it is? ... 
.. Is it leveling off? ... Are lag- 
‘ring automobile sales behind it? . .. Or are consumers 
ed up with prices and products generally ? 

One of our characteristics. as human beings, is that 
e find it difficult to appreciate the big and significant 
hanges taking place in the economy while they’re hap- 


ening. We are too much conditioned by the past. As 


*Mr. Tuthill is general manager, merchandising, IlIl- 


ois Bell Telephone Co., Chicago. 
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the Hall Street Journal says, “We've lived ina boom... 
jor some 18 years and almost no one foresees anything 
in the future but continued boom, aside from an oc- 
casional brief interruption.” 

So we ask ourselves Are we being realistic? Are 
we fully aware of the changes taking place around us 
today? 

“In one respect,” continues the Journal, “things have 
greatly changed. All over the world .. . there are signs 
that productive capacity has caught up with and per- 
haps passed current demand . . . World population and 
world desire for a rising scale of living do seem to be 
growing faster than ever before, promising a big and 
expanding demand for goods. But the world’s increas- 
ing knowledge of production methods promises more and 
harsher competition.” 


In the more competitive era ahead, when business will 
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will be a greater-than-ever premium on efficiency, ima- 


vination. and downright hard work aimed at giving the 


customer the most value for his dollar. Selling for profit 


will be the big challenge. 


| think you and I in the telephone business can be 


certain of one thing: the changes which the economy ts 
undergoing will affect us. In fact. there is no way we 
can avoid them. None of us knows exactly what kind of 
changes they will be or how big they will be. But we 
do know that we've got to be on our toes in facing them, 
evaluating them, and learning to live with them success- 
fully. Now let's not let this prospect throw us. On the 


contrary. it will demand the best of us. 


“Time for *Stocktaking’ ” 
| AST FALL. when Russia launched its sputniks, a 
4 sreat wave of chagrin and stocktaking rolled ove: 


our country. We began to re-evaluate almost every- 





“If we are to capture our share of the customer’s growing 
purchasing power we must understand changes in custom- 
er ideas as they will relate to telephone service. We must 
anticipate his wants and needs in this changing world.” 
thing including our educational system, our ap- 
proach to basic scientific research, and our national 
defense. The sputnik effect was electric and it may 
have been the most beneficial electrical shock ever 
administered. 

Something of the same reaction and beneficial result 
may come from the stocktaking that this recession has 
caused. Certainly it won't, however, if we pull in our 
signs and quit selling. But for too long, perhaps, we 
may have thought that business comes looking for us. 
that sales and revenues will naturally go up each year, 
and that our problem has been just one of filling de- 
mand. Now were beginning to learn better. 

One of the ways we learn is by looking around to 
see who's making hay even when the sky's cloudy. Let’s 
take a few examples. 

The vice president of a large department store told 
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me recently that the two most significant words in 
American merchandising today are “quick and easy.” 

One of the reasons the food business has been able 
to increase its sales and attract an even larger share 
of rising consumer incomes is that smart, aggressive 
food merchandisers have appealed to this motive. Quick- 
and-easy foods of all kinds have been introduced and 
a desire for them developed until today they are an 
accepted part of the American scene and a big factor in 
food industry profits. Ready-mix cakes and pie dough 
.. . brown-and-serve rolls ready to be popped into the 
oven... pre-packaged meats . . . cereals with the sugar 
and even the fruit built-in... instant puddings and in- 
stant rice and even instant mashed potatoes . . . and 
frozen foods of every description ready-to-eat or easy- 
to-fix .. . even complete, frozen turkey dinners. 

Take automobiles. In a recent issue of the Wall Street 
Journal were these two statements. The first was: 

“Chrysler Corporation reported a $15.1 million 
net loss for the March quarter, compared with 
net income oj $46.5 million in the like 

1957 period.” 

Immediately following was this contrasting statement: 

“American Motors Corporation disclosed its 

net profit in the six months ended March 3) 

shot up to $7.3 million . American Motors 

has jacked up Rambler production schedules 
twice this month to a level of 15,000 monthly.” 

The contrast between these two companies might be 
called the battle between the tail-fins and the tadpoles 
and I’m not prepared to say which will win out. But 
those two earnings statements do seem to indicate that 
right now the mood of the country seems to be edging 
toward the quick-and-easy convenience of the small car 
that’s easy to park and cheap to operate. 

While many other companies were reporting lowered 
sales and earnings. Bell & Howell reported sales up 
22 percent, profits up 23 percent. It attributes this gain 
tu nine new products introduced and especially to its 
new electric-eye movie camera, which is so quick-and- 
easy that it does almost all the work and thinking for 
you. And it’s making profits for Bell & Howell. 

In addition to wanting something that’s quick and 
easy, the American public is looking for something 
that’s different, something that contributes to a feeling 
of individuality. 

While sales of its other cars have nose-dived, Ford 
Motor Company's new. four-passenger Thunderbird — a 
car that’s different and distinctive in many ways Is 
setting records. Production is on a_ six-days-a-week 
schedule, and a backlog of over 10.000 orders has piled 
up. This has happened smack in the middle of the 
recession despite Thunderbird’s retail price of 
$4.500 and up. Many people want and will pay for in- 
dividuality. 

We have experienced something of the same thing in 
Illinois Bell. While our growth in main telephones so 
far this year is down 57% from 1957. our installations 


of color phones, which bear a special charge on new 
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orders, are up 9 percent. Choosing phones in distinctive 
colors is one of the ways telephone users can express 
their own individuality. 

Another part of the formula is hard work. as shown 
hy the case of the “Misery and Still Limping Railroad” 

otherwise known as the Minneapolis and St. Louis. 
Railroads generally are severely profit-pinched these 
days, but the “Misery and Still Limping Railroad” isn’t 
limping anymore. Its profits have held about even and, 
more recently, have been topping month-by-month re- 
sults of a year ago. 

Its formula is: “Work harder to attract new business. 
cutting prices where necessary. Keep a_rib-crushing 
grip on costs.” Its working so hard on new business that 
even its president personally goes out after sales. And 
the road has put in new machines that cut down on the 
paper work that salesmen used to do. It gives them 


more time to sell —-and it pays off. 


“The Opportunities Are There” 
HAT THESE cases tell us is that. in spite of the 
recession, the opportunities are there for those 
who can take advantage of them. 

And, although growth patterns are changing and com- 
petition for the consumer’s dollar is more intense. long- 
range economic prospects are good. While. as we all 
know, production has fallen. needs for more goods and 
services are accumulating. In the next 15 to 20 vears 
it’s likely the whole economy will nearly double. Aver- 
age purchasing power will greatly increase, including 
the public’s ability to buy more telephone service. 

If we are to capture our share of the customer's grow- 
ing purchasing power, however, we must understand 
changes in customer ideas as they will relate to telephone 
service. We must anticipate his wants and needs in this 
changing world. Good telephone service in 1957 won't 
be good enough in 1975. 

Also. we ourselves must help to create changes in 
customer ideas. The automatic gearshift did not become 
almost a standard accessory because automobile owners 
asked for it. Automobile owners didn’t even know what 
an automatic gearshift was. Instead. the automobile 
industry created a better product a quick-and-easy 
product, incidentally and then sold the public on it. 

The public won’t always know what it wants. but it 
will always want something that’s really better. 

Providing something better. creating a desire for it. 
and selling it at a profit is what we call “merchandising.” 
Merchandising also includes the process of making our 
existing equipment more profitable. Telephone equip- 
ment must be ready to serve at all times, and this means 
there will always be many hours during which = sub- 
stantial portions of our equipment are sitting idle and 
unproductive. Developing ways to make it more pro- 
ductive during these periods is a major function of 
merchandising. 

We at Illinois Bell are very much aware that we're 
just beginners in merchandising. We feel something 
like the centipede who had arthritis in each of his 


hundred legs. He suffered considerably from it. Finally 
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“If our goal of the future simply calls for perfecting the 
services we have today it will amount to standing still 
and will lead to eventual decay.” 


one of his friends suggested he go see a wise old owl 
who lived over the hill. Painfully the centipede traveled 
to the tree where the owl lived. He shouted up to him, 
“Oh. wise old owl. | have arthritis in each of my hun- 
dred legs from which [ suffer continuously. Won't you 
please help me?” 

The wise old owl blinked his eyes a few times and 
then said, “Change yourself into a rabbit. Then you will 
have arthritis in only four, instead of a hundred, legs.” 

The centipede thought that was an excellent idea. He 
thanked the Owl and started painfully hobbling back 
home. But after a short distance he thought, “How do 
! change myself into a rabbit?” So he turned around 
and went back to see the owl. 

When he got there he said. “Oh. owl. how do | 
change myself into a rabbit?” 

The owl blinked his eves and said, “Don’t ask me. 
We folks up here only set the policy. Its up to vou 
lo carry it out.” 

Well. we 


merchandising is a good policy but we're still learning 


like the centipede are certain that 


about the best ways to carry it out. However, we are 
sure that carrying it out is not nearly so impractical a 
problem as that which faced the centipede. Recognizing 
that we are still just beginners. Ud like to share with 
vou some of our ideas and experiences. 

First. you may ask. why do we consider merchan- 
dising and selling to be a good policy? There are five 
major reasons: 

Number one is the fact that it can help us make 
a profit. We. and you too. ['m sure. don't want to be 
in the position of the Vermonter who was counting his 
change at the bank. After he had counted it three times 

Please turn to page 44 
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ow gal Kegbd in loch, with fam 


In the fast-moving world of a modern teen- 
ager, the telephone is an “absolute lifesaver.” 
It brings her news of dates and doings, gets 
her together with friends, gives her a lift 


when she’s feeling low. 


Telling teen-age users how much fun it 
is to phone, and how much the phone can 
do, is the job of a series of advertisements 
running in publications read eagerly by girls 
everywhere—Seventeen, American Girl, the 


Scholastic magazines. 


When these girls marry and make homes 
of their own, they ll know how to use the 
phone, and what it can do for them. They Il 
he good customers of telephone companies 


evervwhere. 
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the cashier finally said to him. “What's the matter? 
Didn't TL give you the right: amount?” “Well,” replied 
the Vermonter, “just barely.” 

We don't want to just barely come out even We want 
to make a profit in fact, we must make a profit. 


Personally. -oam firmly convineed that) effective, 


selling is just about the only way we have of influencing 
our profit’ picture. Tt would be poor management in 
deed to overlook such an opportunity to help ourselves 

A second reason why we're selling is because it 
helps keep the business alert: and on its toes. 


We are well aware that companies which are most highly 





hurd headed: merchandising. represents important profit regarded by the American public are those = think 
Opportunitre lor the telephone hu ne While prob ahead epronuce ene and sates always sel oe 
ably it ean never offset continued inflation with reeur and better things ; : : TY 
ring imereases in waves. nevertheless, it should) furnish Phird, good selling is good serviee. The whol 
Important help in this direction, Over the lone pull il idea of merehandising: ts to provide the customer with 
: omething better for him that’s also profitable lor us 
may well mean the difference between finaneral succes j f 
Fourth, customers like us to sell. Its good 
or our companies and tottering on the edge of survival, 
public relations. Reeent studies made by our Plant and 
the fate which many railroads are now experiencing 4 
Commercial Departments showed that customers ap 
Profit OPpPorlunite exist in providing new and bet 
preciated having constructive suggestions about) then 
ler services in developing our side-hour business to . 
telephone set-up made by Plant men and the girls in 
make present capital investment yield a better return 
our business offices, The results indicated that we are 
and in promoting usage of our most profitable present peat . wees 
interested in our customers and want to help them) get 
a the most value from thei service. 
We put the emphasis, of course, on selling the services And last, but by no means least important, a 
Which are most profitable but obviously not to the well-administered merchandising and selling pro- 
exclusion of others that are necessary to complete the gram is good for employe morale. /mployes like 
vood-serviee poe ture, Good protit Jat the eX pense ol eood the challenve it provides, Partie ipation 3 A magic word 
ervice would be folly. Fortunately. the two are mot in of suceess in- almost every endeavor, and selling give: 
compatible. In facet. one is not possible without the other employes a participating rele and a sense of accomplish 
Aside from: requesting higher rates, which we dort ment. Phey can see tangible results immediately and en 
like to do. and cutting down on eA penses and capital jov the satisfying glow of knowing they did it) them 
spending, whik h we do at every OpPpPOrLunaly eller live selve . lo he concluded ai the nert tssue ol TEXM 
IT'S NEW!! 
’ 
IT'S HYDRAULIC!!! 
’ 
IT'S A REEL TRAILER!! 
* ’ 
IT'S A CABLE LAYER!! 
’ 4a ” 
IT’S THE NEW “RYAN” COMBINATION 
REEL TRAILER AND CABLE LAYER!! 
* _ ; , 
When it's equipped with a cable | 
laying attachment with a RYAN 
patented blade A new low-cost, dual purpose tool that fills a need in . 
ev all telephone and utility companies—large and small. 
Self-contained hydraulic system ... . ‘ 


Built-in leveling mechanism... . 
Lifts 8,000 Ibs..... i 
Hauls poles.... 
Electric brakes... . 
9.00 x 20 or 10.00 x 20 tires.... : 
Hydraulic tongue jack .... . 

Used as a cable layer, a second reel shaft is available 

for placing two wires or small cables at one time. 


No special equipment required on towing tractor when 
used for placing cable. 


F.B. RYAN MFG. CO., INC. d 


Pall Tupe and Tractor Mounted Cable Layers and Hydraulic 
Reel Trailers 


Chariton, lowa PRescott 4-4312 





14 YOUR JULY 1, 1958 TELEPHONE ENGINEER & MANAGEMENT 








Ff 
Le 
 — 
PORT 
Py 
. ga 
Natt” 
pEmrseweine 
Ce 
por 
een ree 
weraiencnerrgs 
nbberenen 
= ~ 
wR pe 
nai, 
te, oe 


W Are You vomng! 


By T. DeWITT TALMAGE* 


7 
The dollar doesn’t go as far as it used to — it never did. Learn 
from others’ mistakes — you can’t live long enough to make 
them all yourself — (Part One appeared in the June 15th issue.) 
“How Are You Doing?” reveals that at the time of the translation of the Eng 
yes! Ok LS would probably be doing satisfactorily lish Bible, LOTT ALDio a penny (2¢ US.) was a day's 
i} we were living imo a static world without per wages for a farm laborer (Mat. 20:2) and two pence 
istent inflation. powerful collective bargaining, strongly (Luke 10:35) would put up a wayfarer at an inn tor 
price-conseious and oftentimes fiekle customers. vigor the night 
ous cCompelition eternally shifting costs, and ever-new Only IS years ago Chefore World War LT) one cent 
technology. OF all of these. inflation seems to be the houvht a newspaper: street-car lines were very profit 
most difficult to keep under control.* able at S-cent to S-cent) fares. and our building and 
As Bernard Meo Baruch so well) stated. “/nereased loan associations tell us that a fine. bie 8-room. fram 
i wages, higher pensions, more unemployment insurance, house could be built for about £2,000 
all of of no avail. tf the purchasing power of money Today's 21-vear-olds may need to be reminded that 
lalls faster 
Che economists tell us and they have convineing “Winning the Battle Against Inflation” A state 
upport for their statements that the primary cause ment of Willam > MeChesney Martin, Jr. Chairman 
of inflation has been war. No one can deny that a Roard of Governors of the Federal Reserve System, 
major inflation. so ereat as to deprive all savines in hejyore the Committee on Finance of the United States 
oney of much of ther value. has accompanied orm Senate. August VWs. W957. Publ’ shed in the “Federal 
nediately followed erery war in history Reserve Bulletins” Vol. Vo No. 8. dated August. 195% 
\ short, informative excursion into economic history Pages 8060 to 877, inclusive. Published by the Federal 
a Reserve System's Board of Governors. Washington 25. 
Kducational Manager. Kelloce Suttchhboard & Sup D.C. Subscription price ts $6.00 per annum or OO cents 
V Co. Chicago 38, TI per copy 
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SIMPLICITY OF DESIGN. . 
Telephonely 





Automatic Electric research and design engineers combine their talents to 


plan the simplest possible construction for Strowger Automatic equipment. 





ys 





_ another reason why 


leVien Choose Strowger! 


> 
q 
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hen purchasing central office equipment, the experienced 
buyer looks for a product that offers minimum maintenance. 
That’s why so many telephone men choose Strowger Automatic. 
You see, Strowger operates on a step-by-step principle and is 
designed with the simplest possible construction. This keeps 
adjustments and repairs to a minimum. The position of the 
switching components permits visual tracing of circuit 
operation. This speeds your initial training of personnel 
and makes trouble-shooting quick and easy. 


PROVE IT FOR YOURSELF! Visit a Strowger Automatic exchange. 
You'll see that Strowger offers unsurpassed simplicity in 
design. You’ll also see the craftsmanship and quality 
construction of this famous equipment. Then get in touch with 
us. We’ll be glad to help you in any way possible. Write 
Automatic Electric Sales Corporation, Northlake, Illinois, 

Or, call Fillmore 5-7111. 


AUTOMATIC ELECTRIC 


subsidiary of GENERAL TELEPHONE 








when they were born, in 1936, their parents could buy 
a new Ford 85-horsepower. V-8 sedan. completely 
equipped, all taxes paid for $714. And this was no “tin 
lizzie,” but a full-sized automobile with performance 
comparable to today’s product, as many youthful hot- 
rodders can still demonstrate. The price is 200 per cent 
higher. Of more direct concern, for example, the price 
of a telephone station installer’s truck has increased 
in. similar proportions. 

However. the point to be emphasized is not automo- 
hiles. but the decreased purchasing power of the dol- 


lar resulting from inflation. 


Bread-And-Butter Inflation 

QO" COUNTRY-WIDE example of this trend is the 
increased cost of living as shown by the Consumer 

Price Index.® This vital factor has more than doubled 

during the past 21 years. The index of consumers prices 

(all items) in 1936 stood at 59.3 (1947-1949 — 100) 

while the index figure for January, 1958 was 122.5” 

Of course, automotive vehicles and labor are not 
the whole story because a large number of other kinds 
of materials, supplies, apparatus, etc., are required to 
build, repair. and operate modern telephone systems. 
These additional indispensable components have like- 
wise increased in price due to inflation. In fact. the 
average increase in the cost of all classes of telephone 
materials and equipment exceeds 100% since the end 
of World War Il. However. this development contains 
some rays of sunshine because many of these items 
are now considerably improved in durability, efficiency. 
and flexibility. or are cheaper to install, add to, or to 
retire. 

It is typical economic developments as those cited 
that give rise to such sad but true observations as: 
“The dollar doesn’t go as far as it used to it never 
did.” 

At this point some readers may well ask the ques- 
tion, “Why tell us something we already know?” 

It is taken for granted that those who have such 
economic facts at their finger tips are conversant with 
the bloating effects of inflation. But there are some 
who seemingly think it either unnecessary to explain 
or perhaps cannot explain the precise situation to 
others including their customers. Customers have a 
right to know the details of factors that are under- 
mining the economic foundations of a community's 
public utility services. How will the public learn 
about these conditions unless those who have the cor- 
rect: information taken from their own records 
tell the story in a simple. straight-forward manner ? 

Periodically. a few telephone companies have sum- 
marized essential telephone economic facts and made 


them available to their customers. To be most effec- 


“Consumer Price Index.” February. 1958. issue. 
Published and distributed free by the Bureau of Labor 


Statistics, lS. Department of Labor, Washington 25. 


:&. 


48 YOUR JULY 1, 1958 TELEPHONE 


tive. such efforts should be continuous because memories 
are short, new faces appear on the scene. and one-shot 


solutions are often temporary in nature. 


Explain The Facts 

NE TELEPHONE company that believes that the 

best informed customer is the best satisfied cus- 
tomer, prepared an attractive, exceedingly impressive 
display board for its central office open house pro- 
gram. This eye-catching exhibit included miniature 
replicas of typical materials, apparatus and supplies used 
in constructing a telephone system. The items were 
arranged on the board in an easy-to-read-at-a-glance 
manner and the costs and percentages of increase were 
shown over a period of time. Displayed in building 
lobbies. show windows, and other public places. such 
graphic exhibitions can effectively demonstrate that the 
telephone company is not exempt from rising costs. 

This general idea can be modified or expanded into 
several display boards each using a different set of 
piant components, varying the layouts. and employing 
different color schemes. It can be simplified into a 
plan for individual display boards to show the eco- 
nomic history of one plant item at a time. Such a 
program can easily be reinforced and tied in with a 
coordinated presentation using illustrated bill inserts 
and newspaper advertisements. 

It’s one thing to have complete and accurate facts 
at your finger tips, but it’s still another thing to have 
such facts on the tip of your tongue. For those who 
are so flabbergasted as to be tongue-tied by the effects 
of inflation, the tested solution just described is a con- 
venient way of taking your customers into your confi- 
dence. 

When organizing such a program of laying the eco- 
nomic facts on the line, it will be wise to remember 
the implication in the following story: 

In an interview with a young man seeking summer- 
time employment with a telephone company, it was 
revealed that he was somewhat hard of hearing. He 
was asked, “Why don't you get a hearing aid?” 

The applicant for a job replied. “Don't need it. sir. 
| hear more now than I understand.” 

At times it seems that the same thing applies to a 
great many of us who are not hard of hearing. The 
telephone industry has developed its own specialized 
vocabulary just as other branches of industry have 
developed theirs. In telling our economic story to the 
public. great pains must be taken to put it into lan- 
guage that the general public can easily comprehend. 

Of course the shoe is on the other foot when one 
decides to remove or reduce the mystery from the fields 
of public utility economics. forecasting future trends of 
the telephone business. and analyzing and comparing 
financial reports of the resulting operations. This is 
because a barrier you run into early is that of termin- 
ology. Therefore, the confusion of a new vocabulary 
is one of the first important hurdles that) must be 


overcome. For that reason. some of the entries in the 
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following list of selected collateral reading references 


are elementary in character and will serve as an in- 
roduction to more advanced treatments of the subject. 

Fortunately, or otherwise, we live at a time when 
the average individual has to know several times as 
much as he did 30 or 40 years ago just in order to 
ceep reasonably well informed. However, now as then, 
in addition to familiarity with the necessary categories 
of facts or subjects, there is required a thorough under- 
standing of the practical interrelationships between 
them. In today’s fiercely competitive business climate, 
the possession of a working knowledge a profitable 
working balance — between closely-related but differ- 
ent subjects. might be called “education for economic 


survival.” 


Summary 

NOME TECHNICAL people and other kinds of special- 
—" ists live under the illusion that the world of business 
is not for them. Conversely, many businessmen feel that 
the world of technology is not for them. However, busi- 
ness and technology are so closely allied and inter- 
dependent in the public utility industry that much of the 
time the two cannot be separated. Those who try it may 
end up feeling like a ballplayer who sits on the bench 
half of the time. This is a highly questionable way to 
prove one’s maximum usefulness either on or off of a 
hall team. 

Studying trade literature and magazines can help any- 
one who wants to get into the act. to stand up and 
play ball. Reading trade magazines assists in bridging 
the gap between principles and practice, as well as be- 
iween the various commercial embodiments of these 
principles. This is true for an employe starting in the 
major league, the minor league, or just starting in the 
Litthke League of the telephone industry. 

Henry Ford is credited with saying: “The school of 
experience is a great school, but its graduates are too 
old to work.” Absorbing the information in your copy 
of Telephone Engineer and Management is one of the 
less expensive ways of speeding up this process of ac- 
quiring experience in time for you to cash in on the 
benefits. T. DeWitt Talmage. 
Selected References 

[1] “Economic Indicators,” published monthly by 
the Congress for its Joint Economic Committee, cover- 
ing such statistics as (1) Nation’s total output, income, 
ind spending; (2) employment, «nemployment, and 
wages; (3) production and business activity: (4) 
‘rices; and (5) federal finances, all in concise and 
raphic form. Available from U. S. Government Print- 
ng Office, Washington 25, D.C. Price 20 cents a 
py; $2.00 a year. Subscribers who wish to receive 
is publication at an earlier date after release may 
sh to take advantage of provisions for air mail sub- 
riptions. The domestic airmail subscription price is 

25 a year. 

2] “1957 Historical and Descriptive Supplement to 





‘Economic Indicators. ~ This 71-page booklet is for the 
benefit of general users of the publication [1] above. 
It contains historical tables of the various general busi- 
ness indicators published in “Economic Indicators” 
and a description of the derivation. limitations. and 
uses of each indicator, essential to the interpretation 
of the data. Printed in 1957 by the same publisher as 
(1]. Price 40 cents a copy. 

[3] “Survey of Current Business,” the monthly maga- 
zine of the Office of Business Economies of the U. S. 
Department of Commerce. The most comprehensive 


compilation of business statistics available. The entire 


“Since the end of World War II the average increase in 
the cost of all classes of telephone material and equip- 
ment exceeds 100%.” 


range of significant developments in production, dis- 
tribution, income, prices, employment. and other eco- 
nomic areas are evaluated monthly to provide a basis 
for understanding current business trends. Publisher 
same as |{1]. Subscription $1.00 a year 

14] “Dun’s Review and Modern Industry.” Refer es- 
pecially to that department of the publication titled. 
“The Trend of Business and Compass Points of In- 
dustry. Published by the Business Economics Depart- 
ment. Dun & Bradstreet. Inc., P.O. Box 803. Church 
Street Annex, New York 8, N.Y. Subscription: $5.00 
a year. 

[5] “Nation's Business.” Published monthly by the 
Chamber of Commerce of the United States, 1615 H. 
Street, N. W., Washington 6, D.C. Available by sub- 


scription only. Subscription price $18.00 for three years. 


Worth Writing For 
ULLETIN CEC7000X-10 from Alectra Div.. Consoli- 
dated Electrodynamics describes modern transis- 
torized test instruments specifically designed for the tele- 
phone industry . Brochure from Chester Cable Corp.. 
gives technical data on Plasticote and Plasticord wires 
and cables To obtain your copies write Readers’ 


Service. TEK&M, 7720 Sheridan Rd.. Chicago 26. Ill. 
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CITCO’s Victorville toll center handles 
over 2450 calls per day. The center 
has 16 positions. 





instructions 
Bernar- 


DON SPEARS, receives 


over service channel at 
dino, Calif. 


San 


BARTON HERR, CITCO’s central of- 


fice foreman, discusses operational 
procedures over service channel at 
Victorville repeater installation. 
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JACK WEGFORTH, central office equipment engineer; JOHN H. BARROWS, 





vice president and secretary, and WILLARD WADE, president, pose in front of 
tower mounted reflectors at Victorville installation. 


California Interstate Telephone Co. 
Completes Microwave Installation 


HE California Interstate Tele- 

phone Co., Victorville, Calif... re- 
cently completed installation of a new 
237-mile microwave system connect- 
ing San 


Calif. 


Utilizing eight unattended repeater 


Bernardino and Bishop. 


stations located at Crestline. Victor- 
ville. Kramer, Government Peak, Lit- 
tle Lake. Pine 


Poverty Hills. the initial installation 


Haiwee, Lone and 
provides 16 voice channels, but will 
be expanded this year to include 107 
of the 320 channels available in multi- 
plex equipment. The new system, at 
the end of this year, will furnish 105 
new circuits plus two signal channels 
which, combined, will exceed 17.000 
channel miles. 

Before the installation of the sys- 
tem by Collins Radio Co., the com- 
pany’s open wire and cable installa- 
tion consisted of 21 circuits from 
Bishop to Inyokern, 53 circuits from 
Inyokern to Victorville to San Ber- 
With the addition of the 


microwave system, company officers 


nardino. 


state Interstate can adequately han- 


dle the increased seasonal demand. 
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Microwave installation for CITCO at 
Little Lake. 


easily expand its service to accommo- 
date future requirements, and it is 
expected the new system will give the 
same trouble-free service as the Bor- 
on-Edwards system which was con- 
structed in early 1955. The records 
indicate that after a year’s operation. 
reliability of the Boron-Edwards sys- 
tem was rated at 99.99 percent. 


All equipment in the new system 
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Microwave installation for CITCO at 
Haiwee. 


operates on a_ standard telephone 
plant power of 130 volts for plate sup- 
Equipment be operated 
AC 
may be operated on standard tele- 
phone power of 24-18 volt DC fila- 


system is a com- 


ply. may 


using for filament voltage or 


ment supply. The 
pletely “synced” installation with all 
frequency generation equipment 
“locked” to a master oscillator with 
provisions for any Interstate station 
to take over the role of master station 
in the event of partial system outage. 

Filtering is accomplished by the 

use of the Collins mechanical filter, 
which provides filtering character- 
istics formerly attainable only by the 
use of crystal-lattice techniques. The 
use of frequency diversity in the sys- 
tem provides a means of differentiat- 
ing between a good and poor path 
during times of propagation difficul- 
ties. or in other words, selective fad- 
ing. The diversity combiner used in 
the system does not switch from path 
to path introducing unwanted switch- 
ing transients, but merely samples 
the noise on the two paths and dis- 
riminates against the one producing 
the most noise. The vector addition 
f the two path’s signals result in a 
three decibels improvement when the 
two signals are equal. 

Fault-finding equipment is impres- 
ed directly on the baseband avoid- 
ng interruption by multiplex failure. 
he fault-finding equipment utilizes 
ur tones to interrogate many func- 
ons in all stations. 


For this system, California Inter- 


YOUR JULY 





1, 








Microwave installation for CITCO at 
Lone Pine. 


state provided the path surveys, sites, 
buildings, access roads and commer- 
cial power and standby power equip- 
ment. Collins engineers began equip- 
ment installation during March. 

Passing through three California 
counties. among which is the largest 
county in the United States, San Ber- 
nardino, the system has site elevations 
which vary from 1,078 at San Ber- 
nardino to 5.325 feet at Crestline high 
in the snow covered mountains. Tem- 
peratures along the route differ great- 
ly too . . from frigid below zero 
degrees at Bishop, to an arid 120 
degrees above zero in the desert lo- 
cations. 

Longest single hop in the system is 
11.7 miles between Government Peak 
and Little Lake. Both six and eight- 
foot dish type antennas are used in 
the installation, which utilizes eight 
by twelve-foot passive reflectors at 
Victorville, Lone Pine and Bishop. 

Path survey for the system was 
planned so natural elevations could 
be utilized, thus avoiding the con- 
struction of high towers. With the 
exception of Victorville. Lone Pine 
and Bishop, all towers are 25-foot 
self-supporting with antenna dishes 
the Victorville 


and Bishop have 150-foot self sup- 


mounted on towers. 
porting towers and Lone Pine has a 
150-foot suved tower. 

Frequencies utilized in Interstate’s 
system are in the 6000 megacycle 
common carrier band and they are 
interference 


allocated to prevent 


caused by over-shooting and also per- 
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| INSIDE-OUTSIDE 


Plastic-Insulated 






High dielectric strength 
@ Flameproof 


@ Resists water, oil, alkalis, 
solvents 


@ Resists abrasion 
@ Color-coded soft copper 


conductors 
Twin, triple, quad construction, 
with and without outer plastic 


jacket to extend circuits from out- 
side terminating devices to station 
sets inside buildings. 


Twin construction, with one tracer, 
twisted inside station wire .. . 
used in all types of building ducts, 
or exposed. Also twin or triple flat 
web type construction for installa- 
tion with stapling gun. 

Twin, triple, quad jumper wire - 
distributing frame wire nom, wall 
of .015”. Semi-rigid polyvinyl chlo- 
ride. 

Ground wire for ground connections 
from station protector to ground. 


For details, write 





SUPERIOR 
CABLE 


SUPERIOR CABLE CORPORATION 
Hickory, North Carolina 
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Walter G. Baum (Office and Inside Sales 
Manager—Kansas City) and _ friend, 
surrounded by a few of the thousands 
of items distributed by Stromberg- 
Carlson. 


‘In Missouri, even Jenny was convinced !” 


The rumors you may have heard about 
people and animals in this part of the 
country are grossly exaggerated. 

There’s a vast difference between a 
healthy “show-me” attitude and the 
sheer stubbornness attributed to our 
good friends, human and animal, by 
idle rumor-mongers. 

Actually, it’s easy to convince Mis 
sourian telephone people (and others 
all over the U.S.) that it pays te buy 
construction and maintenance supplies 
distributed by Stromberg-Carlson. 

We simply show them (in Missouri 
and elsewhere) that these products 
offer 3 important benefits: 


e the guarantee of the manufacturer 


e the guarantee of Stromberg-Carlson, 


our revenue-boosting 2-10 and 4-20... 
the 6K-1 “fingertip” PBX, which pays 
the greatest return on the dollar of any 
product in the industry. 

Whether or not you’re from Mis 
sourl, we’d welcome an opportunity to 
show you how we can meet your sup 
ply needs. 

In Kansas City our Sales Office and 
Warehouse is located at 2017 Grand 
Avenue. Telephone: HArrison 1-6618 


backed by 62 years of leadership in 
telecommunications 


a good slice of what we earn from 
your supply orders supports our re- 
search and development in products 
designed to reduce your operating 
costs and increase your revenue. 


For instance: refinements in XY 
CDO equipment, toll ticketing . . . sub- 
scriber PX switchboard systems like 


“There is nothing finer than a Stromberg-Carlson” 


STROMBERG-CARLSON 


= 
SC A OIVISItON OF GENERAL OYNAMICS CORPORATION 


GD 


‘toby’ SALES OFFICES: Atlanta 6, Chicago 6, Kansas City 8, Rochester 3, San Francisco ©. 


Electronic and cor: ation pre ts for home, indu: trv and defense 














mit blocking for the reuse of spec- 
trum beyond drop-out points, which 
are located at Victorville, Kramer 
and Little Lake. 

The microwave carrier equipment 
uses a single sideband suppressed 
carrier multiplex system. The single 
sideband-suppressed carrier =mux 
scheme allows the use of statistical 
loading techniques providing many 
more usable channels. Each separate 
communication path in Interstate’s 
system has a usable spectrum space 
of from 200 cycles to 3100 cycles 
as measured at 10 db points. The 
upper portion of the spectrum pro- 
vides space for a 3400 cycles per sec- 
ond signal, which is the agency for 
transmitting telephone ringing and/or 
dialing signals over the microwave 
system. 

Twelve channels are formed into a 
base group, beginning at 60 kilo- 


cycles and extending to 108 kilo- 


cycles with each channel occupying 


a four kilocycle bandwidih. The base 
eroup carrier frequencies are 420, 
168, 516, 564 and 612 kilocycles, and 
the channel carrier frequencies range 
from 60 to 104 kilocycles at four kilo- 
cycle intervals. The resulting five 
base groups, after modulation, will 
result in five group signals located 


in the spectrum between 312 and 552 


kilocycles, each group being 48 kilo- 
cycles in bandwidth. 
Interstate company has _ about 


19,000 subscribers. In the Inyokern 
area it has 3,000; 4,300 in the Bar- 
1,700 in the Victor- 
ville area; 4,000 around Bishop. and 
close to 1,200 in the Big Bear Lake 


and Running Springs area with the 


stow location: 


remaining subscribers located in the 
Gardnerville, Nevada, section. 

The new microwave system is only 
a portion of California Interstate’s 
toll expansion program, which began 
during July 1957 and is expected to 
be completed during 1959. 
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Route of California Interstate Tel. Co’s microwave system. 
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“We’re convinced 
about 
Kennecott Cable” 


We’re quite mulish in our convic- 
tion that Kennecott gives you the 
= qualities you need most in tele- 
phone cable: uniformity, depend- 
ability, lasting service. 

Before leaving the factory, ev- 
ery inch of cable is thoroughly 
tested for dielectric strength, in- 
sulation resistance, capacitance 
and fixed dimensions. 

This kind of thorough-going 
“show-me” testing is your assur- 
ance of economical, trouble-free 
operation in the field. 

ss Want tobe 
shown your- 


self? Next 
time yeu 
need tele- 


phone cable, 
specify Ken- 
» necott, dis- 
Stromberg-Carlson. 


STROMBERG-CARLSON 


A DIVISION OF GENERAL DYNAMICS CORPORATION 


SALES OFFICES: Atlanta 6, Chicago 6, 
Kansas City 8, Rochester 3, San Francisco 
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tributed by 
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REA Advisory Committee Forcasts 
Heavier Demand For Rural Service 


THREE Major factors (1) con- 
stantly increasing demand for more 
telephone service in rural areas, (2) 
need to convert to dial to meet di- 
rect distance dialing requirements 
and (3) necessity of providing tele- 
phone service to areas now without 
service will work together to 
cause heavier demands on REA for 
rural financing, the telephone indus- 
try advisory committee to REA Ad- 


ministrator David A. Hamil forecast 


last month. 

Meeting in Washington, the ad- 
visory committee pointed out: 

@ If Congress removes the 750- 


station exemption for switchboard 


operators from Fair Labor Standard 


Act. demand for funds to finance 


dial conversion will increase at rate 
which is impossible to estimate. 

@ About 3500 U.S. telephone sys- 
tems are unequipped for direct dis- 
tance dialing. 

@ It is obligation of adjoining 
companies to reach into “unserved 
pocket areas,” providing it is eco- 
nomically feasible to provide service 
to such areas. 

@ Increases in the rural telephone 
loan program have been averaging 
10 per cent per year and its expected 
the pace will continue without repeal 
of the 750-station operator exemption. 
of the 
mendation is being prepared by sub- 
committee headed by David B. Cor- 


Formal statement recom- 


man. Glasgow, Ky. 


Midwest Commissioners Hear Harris 
Emphasize Value of “Strong Regulation” 


MEETING at Little Rock, Ark., on 
May 14-16, members of the Midwest 
Association & Utilities 
Commissioners heard Chairman Oren 
Harris, (D., Ark.) of the 


Interstate & Foreign Commerce Com- 


of Railroad 
House 


mittee emphasize that regulation must 
be strong to maintain an adequate 
transportation and communications 
system in the nation. 

In addition to emphasizing the im- 
portance of regulation in helping 
maintain national strength, Chairman 
Harris reported his House legislative 
oversight committee is carrying on 
an “objective” study which is not 
designed to hamper the regulatory 
process. 

The 


(Commissioners 


Midwest 
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adopted three resolutions which: 
urged repeal of excises on transpor- 
tation and communications services; 
asked Congress not to give the Gen- 
eral Services Administration — in- 
creased appropriations for rate case 
activities; and commended Congress 
for the 1956 highway act. and urged 


all 


acting utility 


the states to follow suit in en- 


reimbursement provi- 
sions. 

A panel on overall ratemaking 
topics, moderated by Chairman Paul 
of the 


road & Warehouse Commission. took 


Rasmussen Minnesota Rail- 
up several methods of dealing with 
the impact of inflation on utilities. 
H. J. O'Leary, chief of the Rates & 
Research Department of the Wiscon- 
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sin Public Service Commission, took 
the position that the prudent invest- 
ment, or net book, approach is suf- 
ficient to combat inflation, and that 


the problem can be solved by adjust- 
ing the rate of return to meet in- 
flationary factors. 

Francis X Welch, editor of Public 
Utilities Fortnightly, argued in favor 
of fair value rate base treatment, and 
declared that it is the responsibility of 
regulation to see that adequate serv- 
ice is provided. Chairman Rasmus- 
sen remarked at one point that five 
years ago he had been opposed to 
fair value, but that recent develop- 
ments have altered his thinking. 


Duncan Telephone Plans 

Sales To Northwestern Bell 
STOCKHOLDERS of the Duncan 

Telephone Co., Garner, Ia., voted at 


a recent meeting to sell the assets of 


the company to the Northwestern 
Bell Telephone Co. The transfer of 
the property to Northwestern Bell 


is expected to be completed in about 
three months. 


Udall (Kans.) Tel. Co. 
Purchases Two Exchanges 
THE UDALL Telephone Co., Udall, 
Kans., whose lines and exchanges 
were destroyed in the May 25, 1955, 
which levelled Udall, 


granted permission recently to take 


tornado was 
over the exchanges at Rock and Pot- 
win, Kans. 

Lloyd Shank, chief engineer of the 
Kansas 
which granted the authority, said that 
“this will triple the size of the Udall 


Corporation Commission 


company.” 
The Udall exchange and lines were 


“completely rebuilt” within a year 


MANAGEMENT 


after the devastating storm. Shank 
said. 

He said the Udall company has bor- 
rowed $88,000 from the REA to re- 
build the Rock exchange and con- 
vert it to dial service. The company 
has an application on file to borrow 
federal funds for the same type of 
work for the Potwin exchange. 


New Financing Program 
Available for Independents 

LAST MONTH R. F. Hardy, presi- 
dent, General Telephone Credit Co., 
Inc., New York City, announced a 
financing program has been made 
available to Independent telephone 
company customers of Automatic 
Electric Sales Corp. and Leich Sales 
Corp. 

In brief, it is a three part pro- 
gram: (1) Long Term financing is 
offered to be evidenced by unsecured 
demand notes until after construc- 
tion is completed then converting to 
unsecured notes with final maturi- 
ties ranging from five to 25 years 
depending upon the customer’s re- 
quirements; (2) installment financ- 
ng is available on an unsecured 
monthly-amortizing basis over a pe- 
riod up to five years: and (3) in- 
ferim financing up to three years 
without amortization in anticipation 
of security sales. 

\{ mortgage on properties is not 
required and there is no commit- 
ment fee nor financing charge. In- 
terest rates depend upon the amount 
and maturity of the financing re- 
quired and vary with changes in the 
cost of money. 

Telephone companies interested in 
obtaining financing for a conver- 
sion or expansion program may ob- 
tain complete information from Au- 
tomatic Electric Sales Corp., North- 
lake, Ill., or Leich Sales Corp., 427 
W. Randolph St., Chicago 6, Il. 


\rkansas Commission OK’s 
[wo Financing Programs 
IN ORDERS issued last month 
Arkansas Public Service Commis- 
4 
1) Allowed Northern Arkansas 
ephone Co. Flippin, to borrow an 
litional $17,000 from the Rural 


Please turn to page 58 
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INVESTIGATE 





The Unique Kellogg 


Volunteer-Fire-Call System 


Adaptable To Any Type 
Community Dial Offices 


No duplication of facilities! The Kellogg Volunteer-Fire-Call System 
is as dependable as your present phone system because it uses existing 
lines and phones. No special servicing—no failure because of long 


periods of disuse. 


No restriction as to ringing frequencies on party lines. 
Works with any type of equipment. 

Automatically rings up to 10 firemen from originating call. 
Identifying... continuous ring. 

Provides emergency warning tone on busy lines. 
Optional—‘*Meet-Me” conference circuit. 
Optional—Day-Night switching circuit. 


Proved reliable through years of continuous service. 


Easy universal wall mounting. Compact size 40” x 18” x 1014”. 


Phone your nearby Kellogg representative for complete information. 








KELLOGG SWITCHBOARD & SUPPLY COMPANY 
A Division of International Telephone and Telegraph Corporation 
6650 S. Cicero Ave., Chicago 38, Ill. 

Phone: POrtsmouth 7-6900 
















4 @) gf tors) (O) SNE 
SERVICES 





AND COMPANY 


NEGOTIATORS FOR THE PURCHASE, SALE 
AND FINANCING OF INDEPENDENT 


TELEPHONE COMPANIES 


ALLEN KANDER | 


WASHINGTON 
1625 Eye Street, N.W. 
NAtional 8-1990 
NEW YORK 
60 East 42nd Street 
Murray Hill 7-42.42 
CHICAGO 
35 East Wacker Drive 
RAndolph 6-6760 
DENVER 
1700 Broadway 
AComa 2-3623 


Anchie Davis, IJuc. 
Underground Conduit And Manhole Construction 
Buried Cable 


522 Forest Street, 


Jacksonville 2, Florida 


Telephone: Elgin 3-7501 





DIAL REBUILDING 
Telephone Repair & Supply Co. 


1760 W. Lunt Avenue, Chicago 26, Ill. 


hf 


LUNSTRULCTION £0. 


ENGINEERING © CONSTRUCTION © 


TOPEKA, KANSAS 


MAINTENANCE 


PHONE 4-2621 





McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CEntral 2-2358 





Installation Specialists 
COMMUNI-CATERING 


All Makes 


P. O. Box 6712 
CHICAGO 7, ILLINOIS 





CENTRAL OFFICES 
Installed-Modified-Removed 
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JAY 6. MITCHELL 


CONSULTING ENGINEER 


APPRAISALS—COST—PLANT 


7720 SHERIDAN ROAD CHICAGO 
FOR MAIL BOX 523 EVANSTON, ILLINOIS 


TUDOR AND YAGER | 


INC. | 

TELEPHONE CONSTRUCTION | 

TIPTON, INDIANA 
Phone OSborne 5-2267 


INSPECTION SERVICE 


“AT TIMBER TREATING PLANTS.” 
Of poles, crossarms, and preservative 
treatments. Analysis of wood preservatives. 
Consulting and specifications writing. 
A. W. WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 
Inspectors stationed throughout the U.S.A. 


UTILITY 
PLANT 
CONSTRUCTION 


be 





@ 
rth Clark § @ Sullivan 


Missouri 
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Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 
6100 No. 20th Street Philadelphia, Pa. 
Now Operating in 30 States 


OFFICES LOCATED AT 
Elkhart, Ind. RE ECRS BINED Tel. 2-5650 
mattiond, Glio ...... ........:... ....Tel. 3-7543 
ee SS eee eer Tel. 966 
Bloomington, III. S ....Tel. 6-1850 
Schofield, Wisc. ..... Tel. 9-2542 


Ocala, Fla. "Tel. Marion 9-1284 
PERFORMANCE Has Built Our Business 








e@ TOOL BELTS 
@ CLIMBERS 
@ SAFETY STRAPS 


@ EVERYTHING FOR 
THE LINEMEN and 
POWER COMPANY 


comos me 12 
Tet WESTERE HOWE & Tom ce. 


WRITE FOR NEW 


FREE 
Rates eer No. 12 CATALOG 


WESTERN HARDWARE & TOOL CO. 
122 Tenth Street, 
San Francisco 3, California 








CARL C. CRANE, INC. 


Consulting Engineers 


2702 Monroe Street, Madison 5, Wis. 
Telephone CEDAR 3-4210 








DANCER “’STIKFILE’”’ CO. 
BLUEPRINT FILING SYSTEM 


For filing of blueprints, map tracings, 
drawings, plans and offset plates. 
Hangs easily from a rack or in a cabinet. 


P.O. Box 10221, HOUSTON, TEX. 













‘suutes TELEPHONE WIRES 


ON TILE, METAL, GLASS, MARBLE, ETC. 


NO HOLES! THUG dt) ]al] NO DRILLING! 
GIRDER PROCESS INC. 106 Hebert St. Nechensed, HL 


EVERYTHING 


In Telephone Printing 
SUTTLE xT & 


EQUIPMENT CORP 


LAWRENCEVILLE, ILL. PHONE: 782 



















Consulting, Engineering, Instal- 
lation and Construction 
There is no substitute for Experience 
We’ve had it. 

Gene R. Daubendiek, Pres. 
Telephone Construction, Inc. 
EVergreen 6-2626, Jefferson, la. Box 267 

After Hours EV 6-2313 
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R & D Corporation 
Manufacturers Of 
Locust Insulator Pins, 
Bushings, 

Cobs, 

Oak Side Brackets 


Prices quoted on any amount 
on request. 


R & D CORPORATION 
Box 273 Bristol, Tennessee 











Communication Systems, Electric Transmis- 
sion and Distribution Systems 
ASSOCIATED ENGINEERS, INC. 
CONSULTING ENGINEERS 
1127 Alderson Ave. 

Billings, Montana 
TEL. 2-4113 


HARRIS-McBURNEY CO. 


PUBLIC UTILITY CONSTRUCTION 
A complete construction service for the 
telephone industry 
Construction Crews Engineering 
Appraisals & Reports 
C. O. Installation 


Station Installers 
Cable Splicers 
Underground Duct Systems 


ST 4-6126 
Jackson, Michigan 


‘ Telephone 
P. O. ox 267 


Reach The Top! 


Your card in the “Profession- 
al Services” Department of 
“Telephone Engineer & 


Management” will bring 
your services to the atten- 
tion of the men who specify 
and ordex the services, equip- 
ment, materials and supplies 


needed by 


1,273 Telephone Companies 
21.439 Central Offices 
17,770 Exchanges 


BE CONVINCED — 
send your advertiseinent 


TODAY! 


TELEPHONE ENGINEER 
and =MANAGEMENT 


7720 N. Sheridan Rd. 
Chicago 26, Ill. 
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PRICES SLASHED FOR THIS 


ports. 





SALE PRICE 





SCOOP . . FIRST OFFERING 
Brand New WECO 7D-3 DIALS 
for 500 series telephones, black. 
$4.00 each. (lots of 50 or more 
$3.50 





TERMINAL BOXES .. . New, plas- 


tic, telephone connecting blocks for in- 
stallers. North Electric H-268 Ea. 19% 
100 cr more 17¢. Connecticut Ea. 12¢. 
100 or more 10¢. 

JB-11 Galvanized 16 pair Terminal Box, 
reversible, 16 pr. w 4 ft. lead cable 
stub. Each $4.50 (lots of 10 or more 
$3.50 

REPEATING COILS #75-A_ two 
mounted on wood base, galvanized 
housings. Brand New, each $5.00 (lots 
of 10 or more $3.50 ea.). 77A Rpt. Coils, 
5 screw terminals on phenolic base, type 
C-161., Brand new $2.00 (10 or more 
$1.75) 

STROWGER AUTO. SWITCHES, 
connector intercepts, test distr. assem- 
blies, H carrier equipment, many other 
bargains at low prices . write for 
complete list. (all ites f.o.b. Sacra- 
mento, Calif.) 


LORIS SALES 


P. O. Box 1896-E 


NEW MAGNETO & 
BOARDS. . 
Kellogg & Stromberg-Carlson. 
price $295.00. 
SALE PRICE, only 
Navy Surplus, 
pack and complete with prints, operator’s handset, spare 
Capacity 100 lines, 50 equipped with drops and 
jacks, wired to 15 ft. 51 pair cable, 10 cord circuits with 
repeating coils and night alarm. Green hardwood cabi- 


nets. Order today. Brand new, $295.00. $1 99 50 


Telephone Equipmeni 
wire and coble. 


SPECIAL SALE..... 


SAVE $$$$! 


COMMON BATTERY SWITCH- 
. SUPPLIES. Magaeto mfg. by 
Order today. Reg. 


$199.50 


In original factory export 


« DIALS... 


never used. 





es 





- >) eae 
@e@eeeee tee eev eee et & ee 


ut OR eae kh eo ee SS 


ERS Se Sa ee SE kes oe Be eee 


WESTERN ELECTRIC BD-116-B 
CORDLESS PEX. Western Electric 
Bd-116-B cordless PBX (patterned after 
WECO PBX 506-BO 5 trunks, 12 lines, 5 
connecting circuits. Trunks for dial or 
manual service. Green cabinets, New 
and Perfect. Reg. $195.00. SALE PRICE 
$145.00 

BATTERY ELIMINATORS, by Auto- 


matic Electric. 24 Vol:, 3 amp., (will 
work nicely with BD-116-B switchbocrd) 
New $58.50. Like new $42.50 

RECTICHARGERS .. . 24 vol:, 11 


cells, 3 amp. Mfg. by Raytheon. New 


$59.50 
HELLER STAPLERS .. . Telephone In- 
stallers. Brand New, Heller “1-2. Each 


$15.00 
& Supplies, 


907-2nd St., Sacramento, Calif. 








a] 





Messenger strand 5/ 16. 


Drop wire. 


Box 218 


Don’t forget the 


RECLAIMED HARDWARE & WIRE 
Good Condition 


In 60 to 200 lbs. rolls. 
3 bolt guy clamps (six in) @ .25¢ ea. 

Deadend brackets complete with insulators and 3 8 x 4 in. 
bolts. @ 

Steel pole steps 5/8 x 9 in. 

Cross arm braces 22 in. “ .20¢ ea. 

Neoprene reinforced, copperweld conductors. 
more feet per run. Separately coiled. “ $10.00 M. ft. 


.10¢ Ibs. 


.25¢ ea. 
(a .10¢ ea. 


90 or 


Satisfaction guaranteed or money returned. 


SIMLA TELEPHONE EXCHANGE 
Simla, Colorado 





BOX NUMBER 


When answering the classified advertisements in this magazine don’t forget to put 
the box number on your envelope. It’s our only means of identifying the advertis 


ment you are answering. 
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Those who design, build and main- 
tain aerial telephone cable lines will 
find the technical information in this 
manual both pertinent and useful. 

The sag and tension data cover 
three sizes of “Utilities Grade” strand 
when used as messenger to support 
plastic-sheath or lead-sheath cable. 
These data will be helpful in deter- 
mining the size of strand to be used 
for a particular weight of cable and 
span length, and in answering other 
questions relating to design problems 

This Manual will be mailed with- 
out obligation to all interested tele- 
phone men. Ask for Manual No. 
MS-58. 


Crapo Galvanized 
Steel Strand (for 
both messenger 
and guys) is avail- 
able in all standard 
sizes and grades 
and in Class A, B 
and C coatings. 


STEEL & WIRE CO., INC. 


Muncie, Indiana 
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1, 


Electrification Administration to im- 
prove services at Flippin, Bull Shoals 
and adjacent rural areas. The com- 
has borrowed $166,000 from 


pany 
the REA, 
(2) Allowed General Telephone 


Co., of the Southwest of San Angelo, 


Tex.. to sell $2.500.000 more in com- 
mon stock for construction and re- 
financing. General Telephone will 


use $300,000 of the issue to improve 


services at Augusta, Prescott and 
Texarkana. 
In another order the commission 
added more rural territory to the Al- 
lied Telephone Co. service area neat 
Morgantown in Van Buren County. 
This was agreeable with the Arkansas 
Telephone Co., which had the area 


in its territory. 


Montana Rate Application Denied 


Public Serv ice 


LAST MONTH the 


Commission of Montana in a 2 to 


1 decision denied in its entirety 


the 1957 oe of the Moun- 
tain States Tel. Tel. Co. for in- 
creased rates and ce 

The dissenting commissioner, Aus- 


tin B. Middleton, voted for approval 
of the application. He pointed out 
the formula previously used in Mon- 
tana for arriving at fair value would 
provide earnings of less than 4 per 
rates and less than 
61, per cent at proposed rates. He 


followed 


was sustained 


cent at present 


contended such a formula 
the law of Montana, 
by the Supreme Court and was fair 
to rate payers and the utility. 

“The rate payer demands. and must 
have a strong utility . . .” he said, 
“the 


fair value which is less than the prov- 


majority's determination of a 


en original cost less depreciation 


value, in my opinion is under the law 
Our (the 


sion’s) purpose is two-fold 


improper Commis- 

to pro- 
tect the rate payers, and to protect 
the utility so that the utility 


fair and equitable service which the 


can give 


rate payers demand, and so that the 
rate payers get reasonable rates for 
The 
quested in my opinion, were fair and 
take 


tremendous 


services performed. rates re- 
This order fails to 
into consideration the 
growth in the state of Montana, and 


reasonable. 


the necessity for this company to con- 


tinue to grow with this growing 
state.” 

Commissioner Middleton conclud- 
ed with the assertion that the rate of 
return, arrived at by the Commission 
majority on a fictitious fair value, is 
“unfair to the company, and unfair to 
the rate payer. It is not sufficient. It 


is confiscatory.”” 


Telephone Personalities In The News 


General of Ohio Names 
Egg to Safety Post 


EDWARD F. EGG, former gen- 
eral plant training supervisor, has 


heen appointed director of safety. 
Kee started his career with the tele- 
phone company as a traffic engineer 
trainee with an affiliate 
Erie, Pa., 
charge from the Army in 1946. Short- 


company al 


upon receiving his dis- 


ly after his promotion to junior 
equipment engineer in October, 1950. 
he was transferred to Marion. 

The promotion to his present posi- 


he 


stepped from senior equipment en- 


tion was achieved gradually as 


gineer in 1953 to general plant train- 
in January of 1955, 


which position he held until his re- 


ing supervisor 


cent promotion. 
as general plant 


Rew 
xe 


Replacing 
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training supervisor, will be V. L 
Brady, former general traffic en- 
gineer. He will be in charge of the 


company’s technical training school 
which provides specialized courses of 
study for all plant employes. 

of Marion, 
been employed by General Telephone 
1936. A switchman at the be- 
ginning of his career, he left Marion 
for the Army Signal Corps. in 194] 
1945. 


foreman in 


Brady, a native has 


since 


and returned in Promoted 
office 1951. he 


held various positions in the plant 


central 


and traffic departments until the pres- 


ent time. 


Lincoln T & T Announces 

Supervisory Appointments 
SUPERVISORY appointments by 

The (Neb.) Telephone & 


Lincoln 


& MANAGEMENT 





Telegraph Co. have been announced 

by Merle M. Hale, vice president. 
Tyler W. Ryan, commercial en- 

zineer at Lincoln, has been appointed 


district manager at Hastings. He 
ucceeds John Spady, who retires. A. 
\Il. Newens, area manager at Ne- 


sraska City, becomes commercial en- 


ineer at Lincoln: Robert W. Gray, 


irea manager at Seward, becomes 
rea manager at Nebraska City; 
Donald G. Rutledge, manager at 


Weeping Water, becomes area man- 
iger at Seward; and Marvin L. Pil- 
fold. district clerk at Hastings, be- 
comes manager at Weeping Water. 

Ryan was employed by the com- 
pany as a salesman at Lincoln in 
1934 after graduating from the Uni- 
versity of Nebraska with a Bachelor 
of Science degree. Later he was a 
clerk at David City, manager at Mil- 
at Se- 


ward, and manager at Humboldt be- 


ford. assistant area manager 


fore being named area manager at 
Wilber in 1942. After a year in the 
U.S. Army he returned to the com- 


pany to become district clerk at 


Beatrice and then area manager at | 


Tecumseh in 1946. He was appointed 
commercial engineer on the staff of 
the general commercial superintend- 
at 1955. 


Bachelor 


ent Lincoln in 


of 


Science degree from Drake Univer- 


Newens received a 


sity in 1929 and joined the com- 
pany in 1931 as a solicitor in the 
Lincoln business office. He later 
served as salesman, assistant tele- 


graph manager and commercial rep- 
1912 he 


entered military service in the U.S. 


resentative at Lincoln. In 
Army Signal Corps where he held the 
commission of captain. Returning in 
1946, 
Plattsmouth in 


ager at Nebraska City in 1951. 


he became area manager at 


1946 and area man- 


Gray joined the company in 1925 


is a groundman at Bradshaw and 
later served as a lineman and_ in- 
staller-repairman before becoming 


Table Rock. Neb.. 


931. He bacame wire chief at Platts- 


nanager at in 

outh in 1935, manager at Weeping 

iter in 1939 and area manager at 

vard in 1950. 

Rutledge was employed as a ware- 

iseman in Lincoln in 1942 and | 


Please turn to page 62 
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Aerial Tents 
Cable Benders 
Cable Blocks 
Cable Lashers 


Coaxial Cable 
Tools 


Lashing Wire 
Clamps and Grips 


Portable & Power 
Reels 










GENERAL 
MACHINE PRODUCTS 


COMPANY, INC. 
Old Lincoln Highway at 
Pa. Turnpike, Trevose, Pa. 








DROP WIRE CLAMPS 


#7380 Type B Drop Wire 
Clamp consisting of three 
piece unit, constructed of 
aluminum with _ stainless 
of size and style of wires without harm 
Packaged 25 per carton with 20 





steel bail and designed to hold a large selection 
to the outside covering due to the unique wedge action. 
cartons per standard package. 500 Wt. 27 lbs. 


#7408 Type C Drop Wire Clamp is similar to the Type B except constructed of brass 
instead of aluminum, ideally suited for shore conditions. Packaged 25 per carton, with 
20 cartons per standard package. 500 Wt. 78 lb. 





| Special Purpose Tools To Specifications 


Over 450 various items of Line Construction Tools, Maintenance Literature on Request 


& Pressure-Testing Equipment in stock for immediate Shipment 









SPECIALIZED COMMUNICATIONS EQUIPMENT SINCE 1918. > 





GNS ALONG THE LINES 
\ \ mays 






i 


ee )«6PORTABLE “3 
ia POWER PLANTS: 








LINEMEN 
AT WORK 










CREWS HAVE READY POWER 
FOR ANY JOB... ANYWHERE! 


You save time .. . you speed worl 
. . . because with Katolight Portabl. 
Power Plants, crews have ‘plug-in’ 
electricity instantly available tc 
operate all types of tools, equipment 
lights, right on the job, regardles: 
of location or conditions. : 
Sizes and models for 
every portable, stand- ‘ 
by or continuous use. 
Dolly or Skid mount- 
ed models from 350 
watts to 100 KW (AC). Up 


Crapo GALVANIZED 
GUY & MESSENGER STRAND 


Positive strength and durability econo- 
mies, combined with the superior quali- 
ties of steel, make @rapo Galvanized 
Steel Strand a rugged performer. The 
heavy, ductile, tightly-adherent galvan- 
ized coating — applied by the famous 
@Crapo Process — provides dependable 
protection for the steel, prolongs the 
expectant life of the strand. There is a 
size and grade of @rapo Galvanized 









Strand for every practical need. ‘o 500 KVA 
on *. 
- . ag eaaale Dependable ‘eenes 
2 i a Equipment Since 1928! 
serge cine &. WIRE SR | KATOLIGHT corporation 
o oe Muncie, Indi | Box 891-18 ‘ Mankato, Minnesota 
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CLASSIFIED ADS — Published in each issue of Telephone Engineer & Management. Forms close on 
10th of month for issue dated the Ist, and 25th of month for issue dated 15th. Rates are 15 cents a 
word except for Situation Wanted ads, which are 10 cents per word. In figuring cost of ads, count each 
word of address in number of words used. Ads payable in advance. Minimum charge $2.00. Rates for 
display ads on request. Send copy and Box number replies to Telephone Engineer Pub. Corp., 7720 


N, Sheridan Rd., Chicago 26, Il. 


HELP WANTED SITUATION WANTED FOR SALE 
EXPERIENCED telephone carrier and AVAILABLE IN JULY: Presently em DIGGER-HYWAY Model HD with extra 
radio men preferably with some dial ployed in private industry but wish to bitts. Mounted on 1948 FWD truck, ove 
switching experience. Must have at least change to telephone company. 35 years hauled, new rubber, ready to work. Price 


Specialized old, married, over 12 years experience in F.O.B. Germantown, $2,750.00. Line 
trueks, installers bodies & trucks. Splicers 
trailers also in stock. BOHNSACK EQUIP 


second class radio license. 
training will be given right men. Reply, — station inst.-repr., C.O., repr. and mtece., 
Attention C.O.E. Engineer, P.O. Box intercoms, special services and amplifiers. 


1080, Tallahassee, Florida. 6 years with Bell System, 214% years with MENT CO., Germantown, N. Y. 
Mutual. 3 years with industrial. Know] ; ; 
NEED capable man to take over com-  cdge of Plant engr., drafting and design STROMBERG-CARLSON Super Service 
toll switchboard consisting of 24 single 


mercial and bookkeeping department of Prefer southern states but not. essential 
Independent telephone company. Write Reply Box 15, co Telephone Engineer 
Box 4, c/o Telephone Engineer & Man- * Management 


positions, two panels per position, Uni 
versal Cord Circuit B-34630. Also four 
single positions, two panels per position 


agement. 
= FOR SALE Cord Circuit SO-10121 Modified. North 
CABLE SPLICERS, Station Installers, ern Ohio Telephone Company, Equip 
Equipment Installers, Linemen, Experi LEICH 901-wall or desk magneto tele ment Superintendent, Bellevue, Ohio 
enced men needed. Steady work, good pay. phones, Cleaned, tested and guaranteed 
Henkels & McCoy, 1211 Kenmore Avenue, $16.50 each. As removed from service, no FOR SALE: Telephone Exchange in Ar 
Elkhart. Indiana, or 6100 N. 20th St., broken or missing parts, $15.00 each cola, good location. Will sell for $2,000 
Philadelphia, Pa. Furtle Lake Tel. C., Turtle Lake, Wis Mrs. Lizzie Ott. Arcola, Mo. Phone 28 
MANAGER: For Telephone Co. 750 sub SED ACCOL N TING Machinery and DECALS 
scribers, 750 miles of line. Must know equipment; N.CLR., Burroughs, Addresso 
REA telephone accounting and commer graph, etc. For details contact: T. I DECALS MADE for trucks, equipment 
cial accounting. Please state age, qualifi Leonard Electric Co., 4 North 8th Street, Small or large quantities. Catalog free 
cations, references and wages expected all ww 203, St. Louis 1, Mo., Chestnut —— Co., 827 8. Harvey, Oak Park 
4 inois 


in one letter. Address all correspondence 
to Dunn Telephone Mutual Aid Corpor 
ation, Killdeer, North Dakota. 





MANAGER: Felephone System, 2000 sta 


AAR laos Sree B40 MANUAL RELAYS 


oe Automatic Electric Type 








cation, experience and sali equirements . e 

ilies. aldles phcimee wena agony d Many Different Coils Such as 

Palestine Telephone Company, Palestine 280026 280050 280246 
Illinois 

280028 280054 280200 

MANAGER: Mature manager for a pro 

gressive mediunesized telephone james 280208 280383 280201 

in-a rapidly expanding territory in’ the 281721 280428 280289 

lar west. System training preferred. Give 

references, qualifications, personal info . H H f 

mation se ieiatk exmatied, Sealy Box e Many Spring Combinations (specify) 

16, ¢ o Telephone Engineer & Mgmt 6 Repeat Coils 

\IANAGER for telephone COMPANY ; dial D-281596 D-281933-B 
exchange of 2500) stations. Security and 

future for man with adequate technical 

knowledge and ability eae mike tae ° Condensers 

job and direct men. Please state age, D-6891 (2MF) 
qualifications and references in first let e M : 

cl Box 17. c/o Pclephone Engineer g ountings 

Management For 19” Rack (10 relays per mounting with individual covers) 
WANTED: Well qualified <obie| {BUCKEYE TELEPHONE & SUPPLY CO. 
splicers and helpers, Write: P. O. Box 5707 Columbus 21, Chio 
Neale Construction Company, 

3100 Topeka Ave., Topeka, Kan. HUdson 8-0655 
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We A 4) 49 te al Pictured to the left is the Murphy 
@ Buzzer Relay Set (model BR-1) that 

should have been illustrated in the 

top portion of our ad (page 269) in Telephone Engineer & Management's Catalog. Somehow we got the 
picture of the Buzzer Relay Set mixed up with the Murphy One Man Working Cable Tester, an instrument 
now being field tested and not even on the market. However, in spite of this lapse you can still look 





SS 
—— 
<acesteeeeeeneueeamaeeeeneemeneeeee 





Moo 8 
» BUZZER-RELAY SET ." 


b PWeeeTzeR “Tocase-| »” 


Better Transmission 


I—61C (Signal Corps) 


10" x 18% x 11" 
47 Lbs. 


Wheatstone Bridge (slide wire type) 
Signal Corps TS 27/TSM (designed for 
telephone line testing-fast 11” x 15” x 


8'2" high—portable). Directions and 
tables furnished. 
New $125 
Good used _ $ 85 


W.E. 107A Amplifier (cable test set) 
Complete with 19C exploring coil, 716 
receiver, cords & plugs. 


New $65 
W.E. 19C Oscillator, new $250 
W.E. 12A Trans Meas. Set, new $100 
W.E. 4A Unbalance Set, used $ 75 
W.E. 2A Terminating Network, 
used $ 25 
Megger, Vibrotest, used, A-1 $100 
Test Jacks, W.E. 410A $1.00 
216, 218, 219, 220, 239A $ .60 


(most other W.E. jacks) 

Mountings for above jacks: 184, 185, 
230A, B, 231A, etc. 

Plugs & Patchboards—W.E. 


R-i 


‘ 


———_——————— 


(less cost) 
Transmission Measuring Set 
(with built in oscillator) 
Range: —50 to +15 DB (’2 DB 
steps) 100 to 10,000 cycle 

Osc. 500-1000-2500 cycle 
-40, -20, 0,DB (600 ohm 
load) 

Telephone, built-in (EE3, LB & 
CB) 

Battery operated (self 
tained or external) 
supplied) 

70 page Manual included 
(loaned for inspection) 

1-61 B or C (with EE8 phone) 

New $150 

Good used $100 
I-61 A (1000 cy. only, less 
phone) . $ 75 


Phantom Coils (repeating) 


con- 
(net 


W.E. 76 A, new $6.00 
Used $5.00 

75A, better matched _ $7.50 
SIA $10.00 
93A, better matched $12.50 
93B, F, G $12.50 
70A $ 5.00 


(many others, all mfg). 


Voice Frequency Repeater 
(dry line) 

TP-14, (Sig. Corps) Federal 

2 or 4 wire, end or intermed- 
iate 12 to 18 BD gain (2 or 4 
wire, resp) 110-220 volt AC or 
12 volt DC Portable (looks like 
1-61 TMS) ($500 value). 


New $150 
Carrier Repeater CF3A 

New $100 
Telegraph Repeaters TG 30, 

3] $75 
EE1O1, W.E. VF Ringers 

New $109 


Shipped on Approval—Satisfaction guaranteed 


218 Venice Blvd. 


TELECTRIC CO. 


Richmond 8-2249 


Los Angeles 6, Calif. 
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to Murphy for the finest in telephone testing equipment. 


Murphy Engineering Laboratories, Inc. 
4419 Tuisa 


Houston 24, Texas 


| | BIG SAVINGS !! 


#10 HEMINGRAY GLASS INSULATORS 


Brand New, Export packed. Only 

$21.50 per 1050. (lots of 5000 
or more ths.) 
$18.75 


DOUBLE WALL 

COTTON SLEEVES 

for Cable Splicing. 5” /32 
with 1 black tracer, 
mfg. by Hope Webbing 
Co. BRAND NEW. BOX- 
ES of 300. Ea. 75¢. (Lots 
of 25 Bexes 60¢ ea. 50 
Boxes 50¢ ea.) Prices 
f.0.b. Sacromento. 


P. O. Box 1896-E, 
LORIS SALES 





907-2nd St. 
Sacramento, Calif. 


REBUILT EQUIPMENT 
LEICH. #901—1600— 
2500 Ohm a 
WESTERN. #302 EW. 
Desk 
MONOPHONES 
Type 40, Manual 
LEICH. #601-A. 
Manual 
SUBCYCLE. MODEL B. 
Heavy Duty 
SUBCYCLE MODEL M.7.5. 
Light @ 
QUOTATIONS. 
F.O.B. CHICAGO, 


$21.45 Ea. 
$14.00 Ea. 
$13.50 Ez 
$13.00 Fz 
$30.00 F: 
$20.00 FE: 


ILL 


INDEPENDENT TELEPHONE 
REPAIR CO. 
2137 West 21st St. Chicago 8, Tl. 





Now. Pay out take up 
wire REELS for Line and 
Service wire, 
For Only 


Whitaker Reel 
Mfg. Co. Inc. 


MONROE, 


LOUISIANA 
Since 1938 
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ADVERTISING, Directories — General Tele- 
phone Directory Co., 1800 Oakton Street, 
Des Plaines, Il.—[ADV. 1] 


BELTS — CLIMBERS — COMPLETE LINEMEN’‘S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bldg., Grove City 1, Pa.—[ADV. 2] 


BOOTHS—Acoustic Telephones — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 3] 


BORING MACHINES, EARTH — Highway 
Trailer Co., Edgerton, Wisc.—[ADV. 4] 


CORDS, Switchboard (with or without plugs), 
Instrument (straight and retractable in 
eleven colors). — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y.—[ADV. 5] 


CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Jil.—[ADV. 6] 


POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 217 E. Main St., Spartan- 
burgh, S. C.—[ ADV. 7! 





POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—[{ADV. 8] 


PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 11333 Addison St., Franklin 
Park, Ill._—[ADV. 9] 





TELEPHONE EQUIPMENT AND SUPPLIES — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 26, IIl.—[ADV. 10] 


WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., New Brunswick, N. J.— 
[ADV. 11) 


WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—l[ADV. 12] 


RR TT ENR ARRAN 
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(Concluded from page 59) 

was a shopman and installer-repair- 

man before he was named manager 

at Weeping Water in 1952. 
Pilfold worked for the 

Telephone and Telegraph Company 


for 18 months before joining LT&T 


American 


as a groundman in the construction 
department in 19147. He 
lineman in 1919 an 


repairman al Osceola in 1953. He 


became a 
and installer- 
was named district clerk at Hastings 
in 1955. 

Spady retires as district: manager 
at Hastings after 31 years with the 
company. He served as a ground- 
lineman, — installer-repairman 
and district 
from 1927 to 1935 when he became 


man, 
salesman at Hastings 
area commercial manager at Sutton. 
He returned to Hastings as area com- 
1935 


came district manager in 1949, 


mercial manager in and he- 


C. T. Adair Dies 

C. T. (TED) ADAIR. 42. of Du- 
mas. Ark., owner and president of 
the Lincoln-Desha Telephone 0%; 
died May 12. In declining health the 
past several months, he recently had 
been hospitalized at Ochsner’s Clinic 
in New Orleans. 

A native of Texas. Mr. 
born at Lancaster on July 12. 1915. a 
son of Mrs. Annie Roberts Adair of 
Dallas. Tex.. the late 
Thomas Adair. He was educated in 
the schools of VicKinney. Tex. 
after graduating from high school 
there attended TCL in Fort Worth. 

He was married on Jan. 19, 1940, 
Katherine Glenn Du- 
Okla.. survives 


Adair was 


and John 


and 


to the former 


Bois of Tulsa. who 





C. T. ADAIR 
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him. The couple came to Arkansas 
from Oklahoma City in 1942 
lived at Star City until moving to 


and 


Dumas eight months ago. 

Mr. Adair’s Lincoln-Desha_ Tele- 
phone Co., has exchanges serving 
Dumas, Star City. Gould and Tillar. 

He was a member of the Walter 
Pickens Memorial Methodist Church 
and was also a member of the Branch- 
ville Lodge No. 256. F&AM of Star 
City, the Dumas Chamber of Com- 
merce and the Dumas Lions Club. He 
was a member and past president of 
the Arkansas Telephone Association. 

In addition to his widow and 
mother, survivors include two daugh- 
ters, Carolyn Kay Adair and Sharon 
Gay Adair of Dumas: four brothers. 
R. Chick Adair. Clifford Adair and 
Clarence Adair of Dallas, Tex.. and 
Cecil Adair of Monterey, Cal. 


R. B. Wiseman Joins 
Henkels & McCoy 

R. B. WISEMAN joined Henkel- 
& McCoy on July Ist as manager of 
Systems Engineering and Equipment 
according to an an- 
nouncement by Paul M. Henkels. 
manager of Henkels & McCoy’s com- 


Installation 


munications division. 
activities 


all 


pertaining to engineering and installa- 


Wiseman will direct 
tion of communications equipment 
and will make headquarters at the 
company’s Elkhart, Ind., office. Hen- 
kels said with the addition of Wise- 
Henkels & McCoy 


will be better able to serve this ev- 


man to its. staff. 


panding part of their business. 

Bob Wiseman is well known in the 
industry having been associated with 
the North Electric Co. 
30. years. During this time, he ha- 


for the past 


worked variously on switchboard 
production, as equipment installer. 
equipment engineer and sales man- 
ager. For the past five years, he was 
Manager of North's Telephone Divi- 
sion. In this last capacity, he directed 
all sales. engineering. installation and 
service activities. 

Wiseman. presently — living — in 
Galion, Ohio. with his wife and two 
children, has always been active in 
civic work. In 1955 he was Lt. Gov- 
ernor in the North Ohio 


Chapter of Kiwanis. 


Central 
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VEST POCKET NON-RESIDUAL 
CONTACT BURNISHER 


WITH 6 
REPLACEABLE 
BLADES 
Handy, practical. Dielectric black plastic 
barrel and cap permits working safely on 
“live’’ contacts. 44" long x %%” diameter. 
"lan — 
No. CB-54—with 6—.004”’ 

thick blades extra blades. 

Prompt Shipment 


P. K. MEUSES, INC. 
1205 W. Euclid Ave., Arlington Heights, Ill. 





UTILITY Toot 4{| Dr~ 
& BODY CO. ||}|T)\\2: 


CLINTONVILLE, WISCONSIN *-2) 414° 








locates Trouble— 

CABLE TESTER—Model L 
COMMUNICATION TEST SET—Model JK 
DB METER—Model K 

DUAL ELECTROLYSIS VOLTMETER—Model 6 
EXPLORING COIL AMPLIFIER—Model E 
INTER COMMUNICATION UNIT—Model M 
LINEMAN'S TEST SET—Model # 
LOCATOR-TESTER—Model A 

MIDGET DETECTO-METER—Model 0-1 
TRANSISTOR OSCILLATOR—Model J 


Division of Instrument Loboratories 





Chicago 10, Illinois 
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“Too ‘Bingy ~ 


OO MUCH bing and not enough bong. a telephone 


operator decided last month. and Ardmore, Okla. 


pelice were sent to arrest three youths for serenading 
her with a tape-recorded imitation of coins dropping 


into a pay telephone. 


It all started when Katherine Brooks. an Ardmore 


long-distance operator, took a call at 1:15 a.m. for New 
York. and after getting the parties lined up. asked tha! 
the coins be deposited. What was supposed to sound 
like quarters cascading into the coffers of the telephon - 
system “just didn’t sound right.” Miss Brooks reported. 

Her supervisor asked police to check a pay telephon : 
installed at an all-night automatic laundry. The office: 
found the three youths packing up a tape recorder after 
talking to a girl friend in New York. The recorder had 
a tape featuring bongs. binges. bells. and assorted other 
sounds, officers said. 

Operators are trained “to listen for the right bong.” 
a telephone company spokesman said. adding. “this was 
a case of too much bing and not enough bong. to phrase 


a coin. 


“Designed For Safety” 





ITHiN the past five years the National Safety 
Council reported a motor-vehicle death every 11 
minules a motor-vehicle injury every 23° seconds. 
This fact caused the editors of Saturday Review to 
ask “What would happen if the Detroit designers 
took a full year off. forgot about horsepower, and de- 
signed a car for one, and only one, purpose: safety.” 
From that question the Saturday Review took the 
ball aad carried it by saying “They, (the designers) 
have skillfully managed to bring the death rate up from 
1.700 a year in 1910 to over 30,000 in the past few 
vears. In some forms of society. this would be consid- 
ered criminal.” 
Frankly. it should be here. The present motor-vehicle 
death rate is just about the same as that of the Korean 


War. 


Uniforms For Executives 
ky HAVE been waiting for some company to do it 
and now, from a report in Fortune magazine. we 
learn that the publishing firm of Prentice-Hall has in- 
stituted the executive uniform. In the main office, in 
Knelewood Cliffs. New Jersey. more than a dozen 


executives. including President John G. Powers. go 
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about their duties sporting navy-blue blazers equipped 
with an unusual pocket patch: an embroidered affai 
comprising the company trademark (the letters P-H 
superimposed on an open book) plus the legend “Execu- 
tive Staff.” The lettering is in gold. 

According to Fortune. President Powers. who thought 
up the idea, calls the blazers “Status symbols”  reflect- 
ing the “cohesiveness” of his management people. 

This all caused the editors of Fortune to say (and we 
agree ) “If there is a trend here, heaven forbid. it 
will be quite a reversal in the use of uniforms. Except 
in the armed services. uniforms have traditionally been 
for the lower ranks: in European civil-service bureau- 
cracies. for example, it is the minor officials who wea 
uniforms. and the mark of the more important men is 
that they don’t have to wear them. Let executives pause. 
then. before they go the Prentice-Hall way: if executives 
uniforms become standard in U. S. industry, moral 
will suffer and there will be a lot of surreptitious hank- 
ering for mufti. The only consolation is that there won’: 
be any more loose talk about the gray flannel suit 


badge of the individualist .. .~ 


IN HOMETOWN AMERICA 






GETTING AWAY ON VACATION— 





NO MILK 
TILL TWO WEEKS 
FROM MONDAY, 
Eppie! 












Mom /— 
MRS. SMITH 
SAYS SHE*LL 
KEEP OUR 
CANARY ! 













ONLY THREE 
MORE LOADS 
AND WE'RE 
THROUGH, 
DEAR !! 








FOR PETE'S SAKE 
HELEN! THIS /SN’T 
A MOVING VAN, 

you KNOW! 
















THIS TIME 
GET A PICTURE 
OF TH’ FISH YOU 
CATCH, GEORGE! 


WANT A 
VACATION ? 
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No. 1 of a series... 


the dead-ends you never see 





Ep 





1S COMPANY + 5349 St. Clair Avenve, Cleveland 3, Ohio. Coble: Preformed- 
tde in occordance with or for use under Patent No. 2,761.27: other potents insved and pending. 


improve the ones you buy 


Most metallurgists and product 
design engineers are aware that 
laboratory corrosion tests have 
relatively little quantitative sig- 
nificance in terms of predictable 
service life. The only valid con- 
clusion which may be drawn 
from such tests is that the partic- 
ular samples tested had a certain 
relative resistance to the specific 
corrosive environment in which 
they were placed. 


Nevertheless, corrosion proof - 
testing is considered an essential 
phase of product quality control 
at the Preformed Research and 
Engineering Center. In addition to 
conventional raw material quality 
control procedures, observations 
of relative corrosion rates are also 
made on finished products. As an 
example of objective performance 
standards used, Preformed Guy- 
Grip dead-ends are required to 
have corrosion resistance exceed- 









ing that of the strand for which 
they are designed. To assure 
compliance with these minimum 
quality standards, samples taken 
routinely from production are 
applied to strand specimens and 
exposed to a severe corrosive en- 
vironment under closely controlied 
laboratory conditions. Periodic 
inspections are also made of 
field test specimens installed at 
locations throughout the country 
which are considered to be repre- 
sentative of extreme marine and 
industrial contamination. This 
constant laboratory and field sur- 
veillance has undoubtedly been 
largely responsible for the fact 
that there has never been a report 
of a Preformed Guy-Grip dead- 
end having failed in field service 


due to corrosion. ' 


Jon R. Ruhiman, Vice President 
Research and Engineering 















THE NICO-TAP IS SPLIT 


THERE IS NO NEED OF CUTTING THE LINE 
TO MAKE THE CONNECTION—JUST SLIP THE 
SLEEVE OVER THE LINE WIRE AND COMPRESS 


12 BWG TO 12 BWG 
Stock No. T2-109D 


fe: i a 


12 BWG TO No. 17-18 DROP WIRE 
Stock No. T2-109 x 045D 


eh Soe RRA Si Sep Raa WR Re mR eg RA peered son a pe ono Bax 
i : , 


SARA REISS cae RR OR A ae 
: ‘ ; qe 


17-18 B&S TO 17-18 B&Ss 
Stock No. 12-0458 


Wanufactured in many different sizer and combinations 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE e CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


e 
Micopress is the Registered Trade Mark of The National Telephone Supply Compaay 
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